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low guaranteed level premium 


low guaranteed net costs 


no reduction in commission scale 


Designed to meet the 
needs of business and 
(Otel iehestolt-tammy t-bikelar-tm— professional men and 
ou women who require more 
new $25,000 minimum life insurance, this new 
r—J ok -vodr-tmmelaciial-te Amie policy is available to 
r aa es both men and women, ages 
iS really tops ! 10 through 70. It has a 
Pavecve:telec ce Me mech) 
premium, a low 
guaranteed net cost, and 
is issued to both standard 
EveteMciblecie-beletctae Mal). ¢ Mtl e) 
to 500% mortality 
(Table ‘‘P’’). It also offers a 
avll@ectel<-Mey me cinalcvenole 
options. Family Income or 
level term riders may be 
added. AND there is 
no reduction in the 
commission scale. 


The Columbian National 


. , Life Insurance Company 
Columbian National offers available men of managerial 


caliber UNLIMITED OPPORTUNITIES ... write to: Home Office: Boston, Massachusetts 
Fred S. Sibley, Vice President and Director of Sales, 
The Columbian National, 77 Franklin St., Boston 12, Mass. 

















LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1956 


ASSETS LIABILITIES 
Cash ‘ $ 5,518,043.87 Reserve for Losses. $ 37,769,677.75 
Mortgage Loens on Real Estate 919,345.67 Reserve for loss Expenses__ 3,846,000.00 
*Bonds and Srocks 175,209,752.30 Reserve for Unearned Premiums 55,576,597.70 


Int — 
OR eee OFS combed 436,618.85 Reserve for Taxes and Expenses _1,954,250.00 

Agents ond Departmental 
Balances 


3,946,903.97 Funds held under Reinsurance 


Treaties 7,537 594.98 
Real Estate 2,958,000.00 
¢ All other Liabilities 324,094.62 
quity in Marine and Foreign 
Insurance Pools 10,942,414.98 Capital 15,000,000.00 
All other Assets 2,065,416.71 Net Surplus 79,988,281.30 


Total admitted Assets. $201,996,496.35 Total 
SURPLUS TO POLICYHOLDERS $94,988,281.30 


$4,090,259 60 in the above statement are deposited as required by law 


NATIONAL-BEN FRANKLIN INSURANCE MILWAUKEE INSURANCE COMPANY 
COMPANY OF PITTSBURGH, PA. OF MILWAUKEE, WIS. 


DECEMBER 31, 1956 DECEMBER 31, 1956 


ASSETS LIABILITIES ASSETS LIABILITIES 

3,776,967.77 8 serve for Losses $11,330,903.31 
ve for Loss Expenses 1,153,800.00 
ve for Unearned Premiums 16,565,527.17 
rve for Taxes and Expenses 516,595.00 


Cosh ___ $ 862,064.60 eserve for L $ 
*Bonds and Stocks 15,343,603.47 serve for L Exe e 84,600 0 


Interest due and accrued 58,424 58 


Agents and Deportmento , 6 
Balances 1,625,547.09 th t 103,005.98 d Deport ther Liabilities 151,809.57 


Real Estate 62,000.00 Capital 2,000,000.00 eatetaen 863 Capital ee mt 3,000,000.00 
All other Assets 126,651.86 Net Surplus 6,095,510.46 A ther Asset 316,395 
$18,078,291.60 Total admitted Assets $49,311,082.17 fetes cena n SETI 


Total admitted Assets $18,078,291.60 Total 


SURPLUS TO POLICYHOLDERS $8,095,510.46 SURPLUS TO POLICYHOLDERS $19,592,447.12 


Securities carried at $2,086,802 60 in the above statement are des J at $2,958,841.60 in the above statement are deposited as required by law 


THE METROPOLITAN CASUALTY INSURANCE COMMERCIAL INSURANCE COMPANY 
COMPANY OF NEW YORK OF NEWARK, N. J. 


DECEMBER 31, 1956 DECEMBER 31, 1956 

ASSETS LIABILITIES ASSETS LIABILITIES 
rt : 35.8 Reserve for Losses _$ 11,330,903.31 
ee ae 800 0 tgage | R state 26 serve for Loss Expenses_____1,153,800.00 


16,565,527.17 


Cash - $ 1,530,271.76 R 
Mortgage Loans on Real Estate 9,000.00 R 
*Bonds and Stocks 38,767,115.71 Reserve for Unearned Prem 
Interest due and accrued 145,923.17 Reserve for Taxes and Expenses 615,695.00 


5527.17 : ds o t 0,300,943.6 rve for Unearned Premiums 
6.8 serve for Taxes and Expenses 607,495.00 
Agents and Departmental! A ther Liabilitie 231,148.39 riment ther Liabilities 121,598.79 
Balances 3,758,150.11 Capital 3,000,000.00 y es 4,249,919 58 es __ 3,000,000.00 
Equity in Morine and Foreig Net Surplus 11,730,258.38 quit Marine and Foreign Net Surplus — __._ 13,625,088.59 
Insurance Pools. 202,834.42 s P ‘ 217,110.96 
All other Assets___ 214,037.08 — ther Asset 130,673.39 
Total admitted Assets $44,627,332.25 Total $44,627,332.25 Total admitted Assets. $46,404,412.86 iON de ia 


SURPLUS TO POLICYHOLDERS $14,730,258.38 SURPLUS TO POLICYHOLDERS $16,625,088.59 


$46,404,412.86 


Securities carried at $4,346,473.47 in the above statement are deposited as required by law 696,8 0 in the above statement are deposited as required by law 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1956 


ASSETS LIABILITIES 
Cash 42,794.64 eserve for Taxes and Expenses $ 2,780.94 
Bonds and Stocks 404,158.65 Capital 100,000.00 
Interest Due ond Accrued 2,945.21 Net Surplus 377,959.09 
Agents ond Departmental Bolances 11,541.53 
All other Assets 19,300.00 


Total admitted Assets $480,740.03 Total : $480,740.03 
SURPLUS TO POLICYHOLDERS $477,959.09 


Securities carried ot $55,636.41 in the above statement are deposited as required by law 
*Valuations on basis prescribed by National Association of Insurance Commissioners 
y 


HOME OFFICE Pacific Department 


Western Department 
220 Bush St., San Francisco 6, Collif. 


120 So. LaSalle St., Chicago 3, Illinois 10 PARK PLACE, NEWARK 1, NEW JERSEY 
Foreign Department 

102 Maiden Lane, New York 5, New York 800 Boy St., Toronto 2, Ontario 

912 Commerce 3p... Dalles 22, Tones 206 Sansome St., Son Francisco 4, Calif 535 Homer St., Voncouver 3, B. C 


Canadian Departments 
Southwestern Department Pp 
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GENERAL AGENTS .. . 
LIFE + ACCIDENT & SICKNESS 
_ HOSPITALIZATION - GROUP 


WE’RE BUILDING 
IN THESE STATES 


PENNSYLVANIA « OHIO 

ILLINOIS « INDIANA « MARYLAND 
DELAWARE + KENTUCKY 
TENNESSEE «© ARKANSAS 
LOUISIANA « MISSISSIPPI « FLORIDA 


IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


More Competitive .. . More Advertising... 


L.I.C.A. offers a complete portfolio _ We help you develop sales potential 


policies filled with unusual selling fea- through local advertising, direct mail, 
tures—loaded with advantages you can 


get your teeth into—and really S-E-L-L! 


More Merchandising . . . More Money For You... 


We offer a hard-hitting, sales producing This is truly a “ground floor” situation. 
program, from “mail to sale”. Everything L.I.C.A.’s vigorous building program 
furnished to you without charge. spells O-P-P-O-R-T-U-N-I-T-Y for you! 


quality-lead programs. 


WRITE, WIRE OR PHONE COLLECT 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 


LIFE > A and S « GROUP «+ HOSPITALIZATION 
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BRANCH 
These Names Make News 
OFFICES IN PERSONNEL: Promotions 


FY Achievements, Retirements 
FROM COAST | Albert Burns has been elected William R. Ernst has been ap- 


chairman of the board and pointed to the new position of 
Henry E. Niles president of vice president in charge of 


Baltimore Life. agencies for Guaranty Union 

10 COAST, Cyril H. Kleinwort has been Life of Beverly Hills, Calif. John 

elected chairman of the general V. Hawley, vice president, has 

court of directors and of the been named staff vice president, 

boards at the head office in Lon- with changed duties. Vice Pres- 

WITH AGENCY don of the North British and ident Hayward L. Elliott has 

Mercantile, Ltd. He succeeds been made operations vice pres- 
the Rt. Hon. Lord Brand who is ident. 


retiring. 
REPRESENTATION . E. Caster has been elected Donald F. Barnes has 


chairman of the board and pres- been elected a vice 
president of the In- 


ident of Income Indemnity In- stitute of Life Insur- 


surance, Rockford, Ill. Other ance, and will con- 

officers are B. F. Rogers, vice tinue to direct ad- 

: ¥ ; : vertising and com- 

president; K. K. Clark, trea- pany relations activ- 
surer, and Ernest L. Swarts, ities. 


OF 0 secretary. 
THER Albert B. Morrison and John T. 


+ Lawt . ; 
od 88 beter Grant have been made resident 


president of Security- vice presidents, respectively in 


Connecticut sp its charge of Eastern, and Pacific 
subeiclaries, ole ; Coast agency development for 
merly executive vice ; ‘ : 
president of the life Continental Assurance. Mar- 
company, Mr. Law- shall B. Simms has been named 
ton succeeds Norton 5am to the new post of director of 


Si ‘ : ; 
Sep multiple line development. 


Ferdinand A. Hall, Marion H. Mc- Joseph A. Jennings, vice president 
Cown and Donald M. Witmeyer of the State Planters Bank of 
have been named vice presi- Commerce and Trust; and Harry 
dents of Security-Connecticut. L. Lawson, president of H. L. 
John E. Lloyd, former assistant Lawson & Son, Inc., have been 
controller, has been elected con- elected to the board of First Col- 
troller. ony Life of Lynchburg, Va. 


Ernest H. Klepetar has been ap- Earl R. Mellen, president of Wes- 








SUN LIFE 


ASSURANCE COMPANY 


OF CANADA 


Head Office Montreal 








pointed vice president, chief ac- 
tuary of Mutual Service Insur- 
ance Companies. Mr. Klepetar 
joined Mutual Service Life in 
1947 as actuary. In 1955 he was 
appointed research associate in 
actuarial science by the Univer- 
sity of Minnesota, following his 
heart research work with Dr. 
Ancel Keys. 


ton Electrical Instrument Cor- 
poration, and Harry Trotter, a 
vice president of Firemen’s In- 
surance, have been elected trus- 
tees of the Hospital Service 
Plan of New Jersey (Blue 

Cross). 
Henry A. Swanson, Jr., has been 
elected to the board of Ameri- 
Continued on page 6 
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the exciting design in 
office furniture 
is being done with wood 


Today’s designs in warm, friendly, quiet wood have cap- 
tivated businessmen who want their offices as “livable” as 
their homes. Wood’s talent for looking at home in any 
color arrangement goes hand in hand with the functional 
ability of the new wood designs. Wood gives full expression 
to your individuality, so much so that whatever furniture 
meets your needs, you can find it—in stock, and at stock 
prices. When furnishing private or general offices 

whether replacing old desks and chairs or equipping new 
space .. . let your office furniture dealer demonstrate why 


it’s “better business to do it with wood.” 


Ti 
BETTER OFFICES FOR BETTER BUSINESS B | 


OOD OFFICE FURNITURE INSTITUTE 


WITH FRIENDLY WOOD 


730 11th STREET, N.W. WASHINGTON 5, D.C. 


In the interest of better use of 
wood office furniture the 


following member companies 


have contributed to the 


preparation of this message 
Alma Desk Company 
High Point, N.C 


Boling Chair Company 
Siler City, N. C 


Gregson Mfg. Company, 
Liberty, N. ¢ 


Hoosier Desk Company, 


Jasper, Ind 


il Desk Company, 


Indiana Chair Company, 
Jasper, Ind 


Indiana Desk Company 
Jasper, Ind. 
Jasper Chair Company 


Jasper, Ind 


Jasper Desk Company 
Jasper, Ind 


Jasper Office Furniture 
Jasper, Ind 

Jasper Seating C« 
Jasper, Ind 


The Leopold Company, 
Burlington, Iowa 


The B. L. Marble 
Chair Company 
Bedford, Ohio 


Myrtle Desk Company, 
High Point, N.C 


Nucraft Furniture Company, 
Grand Rapids, Mich 


The Taylor Chair Company, 
Bedford, Ohio 


Thomas Furniture Company 


High Point, N. ( 
Associate Members 


Art Woodwork, Ltd., 
Montreal, Quebec 


Biltrite Furniture M fg. I 


Terrebonne, Quebec 


Canadian Office Furr 

& School Furn., Ltd 

( Preston Furn. Co., Ltd 
Preston, Ontario 


Henderson Furniture, Ltd., 
St. Lambert, Quebec 


Standard Desk Mfgrs., Ltd. 
Montreal, Quebec 





These Names Make News 


Continued from page 4 


can Hardware Mutual, succeed- 
ing the late S. E. Hunt. 

William R. Battey, an assistant 
vice president, has been ap- 
pointed a vice president of 
American Re-Insurance. 

John R. Ward and William W. 
May have been elected vice pres- 
idents of North American Re- 
assurance. John C. Wooddy has 
advanced from the post of assis- 
tant to associate actuary. 

George W. Young, previously sec- 
ond vice president and actuary, 
has been appointed vice presi- 
dent and actuary of Connecticut 
General Life. Richard A. Hess 
has been appointed director of 
field services, agency depart- 
ment. He had been a senior 
agency assistant. Robert L. 
Mayer, formerly secretary of 
group sales, has been named di- 
rector of group sales. 


William E. Matchett, 
secretary of Amer- 
ica Fore, has been 
named manager for 
Canada, succeeding 
William Baldwin, 


There is no substitute for experience | \ eg ge ge 


47 years' service. 





| 
| 


Cecil R. Fuller, president of U. S. 

U S EA Ste Wa Vi 7 Smith OFFICE Foreign Corporation and Sound 

Investment Co., Ltd., has been 

elected to the board of Provi- 

dent Life. 

NEW YORK, N. Yeowessssssssnsssntssnssen 116 Jobn Street ee ee 

ecutive vice president of Afco 

CHICAGO, Illinois Board of Trade Bldg. Inc., Afco Time Payments, and 

PHILADELPHIA, Pa......................Public Ledger Bldg. Cafo, Ltd., and a director of 

Afco Inc. and Afco Time. Mr. 

BIRMINGHAM, Ala... Frank Nelson Bldg. Faunce joined Afco in 1956 as 
MONTREAL, Que., Canada Sun Life Bldg. | an administrative assistant. 


| Leo Sexton, for the past year gen- 
TORONTO, Ont., Canada................. 897 Bay Street eral manager of the agency de- 


VANCOUVER, B. C., Canada 629-470 Granville Street | partment, has been elected 


: agency vice president of Amer- 
See mA Sy 1 Sesthing Lane ican Bankers Life of Florida. 


John G. McFarland has_ been 
named to supervise operations 
for the National Union group as 

; vice president in charge of eight 

always at your service Midwestern states. 

AROUND THE CLOCK | Robert B. Hobbs, executive vice 

president of the First National 
Continued on page 8 
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Major Medical heads our complete line 
of Group Accident & Health coverages. 
And every Group coverage generally 
available today is available through our 
301 offices coast to coast and Hawaii. 


NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY 


b r.Y.%.Y.Y.Y ' FF, V,V.4,7,9 "-/ 
ESRSSSEBOSOO = 
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These Names Make News 


Continued from page 6 


Bank of Baltimore; and Edwin 
Hyde, president and director of 
Miller and Rhoads, Inc., have 
been elected directors of Shen- 
andoah Life. 


Richard E. Riebel, 
former vice presi- 


You, with an eye to the dent and general 
manager, has been 


future, should know we elected president of 
handle life insurance at Foremost. Organized 
in in 1952, company 
competitive rates... insures house trailers. 
over a billion dollars 
worth, in fact. 
W. Jefferson Lyon, Newark public 


But more important 
...we maintain life and 
flexibility in our busi- 
ness relationships — 
always attuned to the 
needs of our agents 
and brokers. 


So it’s a-billion today 
...and two billion 
tomorrow ... a goal 
made easy by insur- 
ance men who sell, 
with pride, the old- 


relations counsellor, has been 
elected a vice president of the 
Hospital Service Plan of New 
Jersey (Blue Cross). 

W. W. Allen, vice president of The 
Home, has been named to the 
governing committee of the New 
York Fire Insurance Rating 
Organization. Elected with him 
for three-year terms were R. P. 
Crawford, vice president of 
Glens Falls; R. S. Garvie, vice 
president of Aetna; P. W. New- 
man, second vice president of 


om 
a 


The Travelers, and W. L. Nolen, 
U. S. Manager for North British 
and Mercantile. 

William T. Kiehl, Jr., assistant to 
the executive vice president, has 
been appointed general man- 
ager of the newly created 
insurance department of Rock- 
well Manufacturing Company. 
George Schaefer, formerly on 
the staff of the company’s Nord- 
strom valve plant in California, 
will assist Mr. Kiehl. 

Holgar J. Johnson, president of 
the Institute of Life Insurance, 
has been elected president of 
the United Service Organiza- 
tions, Inc. Mr. Johnson has been 
chairman of the USO executive 
committee for the past two 
years. 

F. Boley, treasurer, has been 
appointed to the board of Argo- 
naut Underwriters, Inc., man- 
agers of the Argonaut compa- 
nies. 

x Louie E. Woodbury, Jr., has been 

MAMRAMAMMMAMmMmMMmM wR MM MM Soutin saeane 00 


est legal reserve 
stock life company 
in America. 


BILLION 
DOLLARS 


of life insurance in force 


...and growing stronger 


A 





vw ow 
MMMMmM MMM MD 


A 
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LIFE + GROUP + ACCIDENT & HEALTH 


xy ERK KK & 
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Has it happened to you? Losses on the risk 
have been high. The renewal date is at hand. 
The carrier backs off. You're mighty lonesome. 
You need Bituminous. With its open-minded, 
forward-looking underwriting attitude, backed 
by its outstanding safety engineering service, 
Bituminous is your best bet. Bituminous can 
reduce losses, keep rates in line, make renewals 


easy. Reach for Bituminous and see. 


Write today 


for the Bituminous story. 


BITUMINOUS 
fizg) CASUALTY CORPORATION 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY 
ROCK ISLAND, ILLINOIS 


Specialists in Workmen’s Compensation and Liability Lines 


May 1957 





THE KE 


yic AGO. 40 


PANIES 


€ PRESCRIPTION FOR 


HEALTHIER A and H SALES 





MUTUAL CASUALTY COMPANY 


5 . 
\ mevtcan motorists 
INSURANCE COMPANY 


Divisions of KEMPER INSURANCE Chicago 40 


Again the Kemper companies 
make big news as they introduce 
a new line of policies designed to 
add vigor to agents’ A and H sales 
—and help them capture a big 
share of the fast-growing Major 
Medical market. 

Keynoting the new line is the 
Family Major Medical Expense 
policy, a broad coverage policy 
featuring high maximum protec- 
tion for long-term diseases like 
cancer and heart disease. Deduc- 
tible feature helps make cost rea- 
sonable. Supplementing this 
catastrophe protection is the new, 
broader Kemper Hospital Expense 
policy—in many cases it will pay 
the deductible of the Major 
Medical. 

A full supply of hard-hitting 
advertising pieces — colorful 
folder; eye-catching giant display 
card, stuffers, ad-mats and direct 
mail letters—back up the new 
A and H line. 

If you are interested in repre- 
senting one of the progressive 
Kemper companies write B. S. 
Weyforth, Vice President, Home 
Office. 


These policies ore not yet available in New York or in North Carolina or Canada. 


10 


These Names Make News 


Continued from page 8 


elected to the board of Cherokee 
Insurance. Mr. Woodbury is a 
general agent and an officer in 
National Association of Insur- 
ance Agents. 


Dr. L. Gordon LaPointe, medical 
director of Manhattan Life, and 
John Murray, manager of the 
group life department, have 
been elected vice presidents of 
the company. 


William J. Laidlaw, 
Jr., succeeds his 
father to the presi- 
dency of Century 
Life of Fort Worth. 
Mr. Laidlaw,  Sr., 
became chairman of 


the board. 


Arthur E. O’Leary, former asso- 
ciate editor with the “Eastern 
Underwriter,” has joined the 
staff of the Health Insurance 
Institute. 

Paul J. Langdon, secretary-trea- 
surer, has been elected a vice- 
president of Postal Life and 
Casualty of Kansas City, Mo. 
Regina Corcoran, manager of 
the statistical and actuarial de- 
partment, was elected assistant 
secretary. 

Harry T. Reed, manager of Kan- 
sas City branch office, has been 
elected a vice president of 
Riverside Insurance, Little 
Rock, Ark. 


Randolph E. Brown, 
vice president in 
charge of agencies 
and production, has 
been elected to the 
new post of execu- 
tive vice president 
of American Surety. 


J. Bryan Williams has been elected 
a director ef New York Mutual 
Casualty. Mr. Williams is pres- 
ident of Cross, Austin and Ire- 
land Lumber Co. 

Benjamin F. Weaver, assistant 
U. S. manager and vice presi- 
dent, has retired after almost 
48 years of service with the 

Continued on page 64 
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BENEFIT ASSOCIATION 


OF RAILWAY EMPLOYEES 


Here’s the 


SHIFT 
with a LIFT 


for every man on your team! 4 


There’s a lift for your entire agency force... when you 
shift to Benefit Association! Yes, you’ll feel it in the 
office morale. ..and see it in your earnings, too. Here’s 
what you can offer your team... when you make the 
SHIFT WITH A LIFT... to the Benefit Association: 


A Lift in Sales... 


with better values for policyholders in Life, S&A, 
and Hospitalization. 


A Lift in Earnings... 

with better commissions for your men... overwrite 

for the agency... vested renewals. for General A 

A Lift in Promotional Activity... and brokers Sag 
7 TOO! 


with hard-hitting, fast- moving, home-office- 

planned promotion that sets the pace for c 

leads and other prospecting methods. U L L _ C A 

A Lift in Morale... Hospitaliz 7 

knowing that you’re offering a fresh, clean, sound with Surghies oe 
nefits 


line— with strong public acceptance and exciting for 
new coverage soon to be announced. Sroups of 25-200 


Get All the Facts about opportunities with or without: 
for your agency. See how you can build 
bigger, faster, more profitably. Write r ‘ 

in complete confidence to Accident and 

Sickness disabilit 
JOHN H. LUMLEY © Med; y 
Executive Vice President edical care 
Dept. 805 * Dread disease 


* Group life 


* Other °ptional benefits 


aE 
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A 
new horizon 


for the men and women who serve 
the American family and American 
business through John Hancock... 


John Hancock 


now presents in addition to its 
life insurance services to over 
10,000,000 policy owners... 


PERSONAL HEALTH INSURANCE 


> to help make up for loss of income during total 
disability 


> to help meet costs of hospital or surgical care 





to help meet major medical expenses resulting 
from serious sickness or accident 





Piatt | AN a 
MUTUALJZLIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


Non-Cancellable and Guaranteed Renewable Disability Income policies — 
renewable to age 65 for men, age 60 for women. 


Guaranteed Renewable Hospital and Major Medical Expense policies — 
renewable to age 65 for men and women. 
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‘HOW NORTH AMERICA’S EXTRA VALUE 


... SERVES FIRESTONE THE ‘PIONEER’ 


Firestone ‘Tire and Rubber Company’s steady ris® in the world of tires, rubber 
products, steel rims, synthetic rubber, plastics, fabrics and guided missiles is 


well known. The story is told in the April issue of the North America Fieldman. 


Firestone is the subject of the first in North America’s 1957 series of 
advertisements featuring leaders in American industry. These important com- 
panies all benefit from the extra value of North America agents’ service. The 
advertisements begin in April in U. S. News, and in May in Nation’s Business 


and Newsweek. 


Read the story and see the ads. ‘They are proof that agents profit by 
utilizing North America Companies’ capacity, underwriting facilities, loss pre- 
vention and safety services, world-wide claims and loss facilities and network 
of service offices. If you don’t represent North America you owe it to your 
future progress to learn more about the advantages of having North America 


in your office. See our nearest Service Office Manager. 


INSURANCE BY NORTH AMERICA (Wa) 


Insurance Company of North America Indemnity Insurance Company of North America Philadelphia Fire and Marine Insurance Company _Life Insurance Company of North America 
May 1957 12 





HOW TO 
MAKE 


FRIENDS .. wis scranee 


WHOLESALERS 
DISTRIBUTORS 


Ask your mercantile prospects to 
compare the advantages of the new 
Commercial Property Coverage. 
They will agree that Commercial 
Property Coverage antiquates Spe- 
cific Peril Policies. Commercial 
Property Coverage provides broader 
protection ...covers against direct 
physical loss or damage to stock, 
wares and merchandise—on or off 
premises or in transit—as well as 
furniture, fixtures and tenants’ im- 
provements. 


Write today for complete details on 
the new Commercial Property 
Policy available to representatives 
of Crum & Forster companies. 


Sell Commercial Property Coverage 
and watch your agency income grow! 


CRUM & FORSTER GROUP 


of Insurance Companies 
CASUALIY o FIRS ...«: MARINE « SURETY 


UNITED STATES FIRE INSURANCE CO Organized 1824 
THE NORTH RIVER INSURANCE CO. ... Organized 1822 THE WESTERN ASSURANCE CO., U. S. Branch Incorporated 1851 
WESTCHESTER FIRE INSURANCE CO. . . Organized 1837 THE BRITISH AMERICA ASSURANCE CO., U.S. Branch .. Incorporated 1833 


110 WILLIAM STREET + NEW YORK 38, NEW YORK 


WESTERN DEPT., FREEPORT, ILL. © PACIFIC DEPT., SAN FRANCISCO © SOUTHERN DEPT., ATLANTA © ALLEGHENY DEPT., PITTSBURGH © VIRGINIA-CAROLINAS DEPT., DURHAM, W. C. 
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TO SECURITY 


The Doorway to Security 
is a way of life 
to all career minded 


Western and Southern members 


THE WESTERN AND SOUTHERN 
LIFE. INSURANCE COMPANY 
A Mutual Company Cincinnati, Ohio 





He opens doors by closing sales 


Bruce Moredick— 


expert on “‘closings”’ 
—helps launch hundreds 
of highly paid 
selling careers 
each year 


Bruce Moredick says it’s the closing that 
separates the men from the boys. Bruce ought 
to know. His selling techniques have opened the 
door to thousands of high-income careers for 
graduates of Mutual of Omaha’s famous New 
Man and Unit Manager Schools. 

What else sets apart a $10,000.00-a-year sales- 
man from his run-of-the-mill brethren? Accord- 
ing to Bruce, practical training in modern insur- 


ance methods can often spell the big difference. 
Today’s training brings tomorrow’s commission 
dollars, he’ll tell you. 

If your income isn’t as high as it ought to be, 
maybe it’s time you investigated the Mutual of 
Omaha schools in your area. For free details, 
inquire at your local Mutual of Omaha office, 
or write direct to Mutual of Omaha, Omaha, 
Nebraska, Dept. SP-557. 


“It was a privilege to be allowed to attend the National 

Sales Training School. I gained a great deal from the course 
but in particular it helped me in closing. I have found since 
coming home that I have less difficulty in getting into the 
proper close.”"—-JOHN W. BLACKBURN, recent Mutual 
of Omaha Training School Graduate. 


Home Office: 


MUTUAL BENEFIT 


HEALTH & ACCIDENT 


V. J. Skutt, President 
Canadian Head Office: Toronto 


ASSOCIATION 
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Do you own 
only half a house? 


ee aE. 


This is the question our agents 


are asking assureds and prospects 

every day, pointing up the need 

to insure to value. How about you? 

Are you insuring only half a house? 

A co-sponsor of the $1,000,000 TV-Radio 
campaign of the National Board 

of Fire Underwriters on this theme, The 
Camden helps its agents take advantage 
of this promotion in many ways. 


She Camden 


Fire Insurance Association 


CAMDEN 1, NEW JERSEY 


i 4s 
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Out of the past 


\ 
\ 


comes the tradition of \ 


LOOKING 


Continental American’s fifty years of lead- 
ership in the life insurance field proves the 
soundness of our traditional principle—the 
principle of better serving our policyholders 
today by anticipating their needs for the 
future. The foresight that yesterday pro- 
jected the life insurance pattern of today, 
and that today charts the programs for to- 
morrow, is a Continental American tradition 
thatfinds practical expression inthese assets: 


© Our policies are designed to meet the present and 
future needs of our customers and are distin- 
guished by low premiums and extreme flexibility. 


Continental Howrian 


@ Our growing staff of carefully selected, well- 
trained representatives skillfully serve the needs 
and merit the confidence of their clients. 


® Our financial strength provides the utmost securi- 
ty for our rapidly growing family of thousands of 
satisfied policyholders. 


With more than 390 million dollars of in- 
surance now in force, Continental American 
—this year celebrating a half-century of 
leadership—carries its tradition forward... 
resolved to serve its customers always, as 
in years past, by looking ahead. 


LIFE INSURANCE COMPANY 
WILMINGTON, DELAWARE 





Originators of the Family Income Policy 
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““Unforeseen events... need not change and shape the course of man’s affairs”’ 


4 - 


All good? 


Who knows? They all look good. But you can’t tell by the looks. 
People have shells, too. Sometimes an employee who appears to be of excellent 


character turns dishonest. He steals. But you never know who, or when, until 
it’s too late. Your business can be badly hurt. It’s up to you to protect yourself. 
Cover every person on your payroll with a blanket Maryland Fidelity Bond. 
Invest in guaranteed honesty, today, through your local independent agent or broker. 
Because your Maryland agent knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


A Maryland Fidelity Bond is only one of the many forms of Maryland protection for business, industry, and the home. Casualty 
Insurance, Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Here is the newest in the series of attention-getting advertisements designed to help 
Maryland agents and brokers sell more Fidelity Bonds. 
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NORTH AMERICAN REINSURANCE 
CORPORATION 


REINSURANGE 


FIRE 
CASUALTY 
SURETY 


161 EAST FORTY-SECOND STREET 
NEW YORK 17, N. Y. 




















THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD. 
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GET YOUR SHARE OF THIS JUICY 


$100,000, 000, 000 


BONDING 
PIE! 


There’s good money to be made in bonds, plenty of 
it, for the next ten years or more. The government has 
set in motion a $100 billion roadbuilding program 
which will trigger extensive construction of all kinds 
... commercial buildings, schools, churches, public 
buildings, etc . . . and every job has to be bonded, 


one way or another. 


That’s where you come in—with the help of 


Employers’ Group complete, nationwide bonding 


with E.G. bonding service 


service. E.G. has years of experience, plus extensive 


facilities and highly trained personnel to support you 


in producing bond business in any of these categories 


— contract, fidelity, surety or probate. The record of 


success of Employers’ Group agents who have gone 
after this kind of business is very impressive. It’s a 
truly great opportunity—if you’re interested, contact 
your nearest Employers’ Group branch office 


—or write us here at the home office. 


rue Employers Group 


OF 


INSURANCE @Q) COMPANIES 


Fire, Casualty and Marine Insurance, Fidelity and Surety Bonds 
110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOYERS’ FIRE INSURANCE CO. 


AMERICAN EMPLOYERS’ INSURANCE CO. + THE HALIFAX INSURANCE CO. OF MASS. 
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Your ability to serve and 
keep your clients informed 
of the most modern 
protection available places 
you high on their “most 
respected” list. 





Your clients are being reminded over TV and radio 
of the dangers of underinsurance. You can tie-in 
with the National Board of Fire Underwriter’s 
campaign by checking your clients files now to de- 
termine if their present insurance has kept pace 
with today’s high replacement costs. Then call on or 
telephone those who are underinsured. Have the sat- 
isfaction of knowing your clients are fully protected. 


UNITED STATES FIRE 


INSURANCE COMPANY 
ORGANIZED 1824 


110 WILLIAM STREET -« NEW YORK, N. Y. 
a member of the 


CRUM & FORSTER GROUP 


of Insurance Companies 


CASUALTY «+ FIRE «+ MARINE «+ SURETY 


WESTERN DEPT., FREEPORT, ILL. © PACIFIC DEPT. SAN FRANCISCO + SOUTHERN DEPT., ATLANTA + ALLEGHENY DEPT., PITTSBURGH + VIRGINIA-CAROLINAS DEPT., DURHAM, W. C. 
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EXPANDED SETTLEMENT OPTIONS 


* 
* 


ye 
f onin 


* 
. 


GIVE STATE MUTUAL ~~ 
YEARS-AHEAD LEADERSHIP! / 


12 Liberal Features Make 


SELLING EASIER, MORE PROFITABLE 


3 JOINT and SURVIVOR ANNUITY OPTIONS ADDED 


Now, by policy provision, the insured can apply 
cash values to provide a guaranteed life income to 
self and wife or any other designee. 


PRESENT PRACTICES HAVE BEEN MADE 
GUARANTEED POLICY PROVISIONS 


State Mutual options now among most comprehen- 
sive, liberal and useful in the industry. 


RIGHT TO CHANGE FROM ONE OPTION TO ANOTHER 


Owner may give beneficiary right to change from 
interest option to any other option in contract other 
than Joint and Survivor Annuity. Right may be 
exercised any time after insured’s death. One of the 
most liberal policy provisions in the industry. 


BENEFICIARY GIVEN UP TO ONE YEAR 
TO DETERMINE MANNER OF SETTLEMENT 


ORIGINAL POLICYHOLDER MAY USE LIFE INCOME OPTIONS 


Particularly valuable to policyholders who have 
insured the lives of relatives or business associates. 


SURRENDER VALUES MAY BE PLACED 
UNDER OPTIONS AFTER FIVE YEARS 


This is now a guaranteed contract provision. 


A PART OF PROCEEDS MAY BE PLACED 
UNDER A SETTLEMENT OPTION 


Now a guaranteed provision. 


For full information on this and other important phases of 
State Mutual’s dynamic new 1957 Product Development 
Program, contact your nearest State Mutual agency office. 


Those who direct State Mutual agencies operate under PAD’ (PlannedAgencyDevel- 
opment)—a new and unique compensation system and agency building program. 
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PROCEEDS MAY BE PAID UNDER A COMBINATION OF OPTIONS 
Particularly important when policyholder or claim- 
ant desires a more complex settlement such as life 
income fund and emergency fund. 


BENEFICIARY MAY REPAY INDEBTEDNESS 

... and apply entire proceeds to carry out a desired 
program or original program selected by policy- 
holder. If beneficiary desires life annuity, this pro- 
vision may eliminate necessity of purchasing annuity 
at gross rates. 


OPTION A (INCOME FOR SPECIFIED YEARS) RANGE EXPANDED 


The income under Option A may be from one to 
thirty years rather than five to twenty-five. 


15 YEARS CERTAIN and 
CONTINUOUS LIFE INCOME OPTION ADDED 


This is in addition to the ten and twenty years 
certain periods under prior policy contract. 


OTHER PROVISIONS ADDED such as frequency of install- 
ments, payment of dividends, issuance of supplemen- 
tary contracts, minimum amounts ($2,000) that may 
be placed under a settlement option, and minimum 
periodic payment to one payee ($20.00). 


“STATE MUPUAL-LIFE 
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every year a new Chicago! 


FOUR MILLION NEW AMERICANS being 
born each year just about duplicate the 
population of the great Midwest Metropolis. 

That is one measure of the insurance market 
of the future . . . and remember, the future 
belongs to those who prepare for it. 

We are preparing to help you meet the 
demands of today’s AND tomorrow’s market. 

Our expanding national service network 
with complete multiple line production, under- 
writing and claims facilities will help you to 


SURVEY your clients’ complete 
insurance needs 

SELL AND SERVICE quality commercial 
and personal accounts 

SPEED CLAIMS handling. 

That type of professional performance will 
guarantee your profit and progress from 
now on, 

Keep pace with the future by growing with 


1] Coy fy | 
ica a fswnance Gump 


Newark 1, New Jersey 


The American Insurance Company « American Automobile Insurance Company e Associated Indemnity Corporation 
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Another good reason why people look up to 
The Man from Equitable 


Living Insurance by Equitable 


The Equitable Life Assurance Society of the U.S. « 393'Seventh Avenue, New York 1, N.Y. 
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U.S.F.&8G. AGENTS 
This is one of a series of advertise- 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
WEEK . . . designed to increase your 
prestige with the insuring public. 





| Select and consult 


independent insurance agent 


or broker as you would 


your doctor or lawyer 


your ndependent Casualty-Fire-Marine 
Insurance A /AGENT U S FE & G Insurance ° Fidelity- 
“tlateitites: biest . af ad © Bau 
| Balada 
United States Fidelity & Guaranty Co., Baltimore 3, Md. « Fidelity Insurance Co. of 


Canada, Toronto « Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 
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Join The March To N-A-A-I-C* 


Top Commissions. . 


. Level A & H Renewals... 


a Life and Accident & Health Plan for Every Prospect 


More and more discriminating insurance men are 
learning that it’s smart business—profitable busi- 
ness—to work with the North American Accident 
Insurance Company of Chicago. 

Our agents are satisfied agents because in our 
70 years of service to personal insurance under- 
writers, Our Commitments have always been rigidly 
adhered to...our relationships personal and friendly. 


Unbeatable Agency Contract—(Ask any North 
American Agent what he thinks of his contract!). 


No Branch Office to compete with you. 


FOUNDED 1886 


Strictly American Agency System. 


Concrete Assistance to get you off on the right 
foot: hard-hitting sales aids, ad mats, promotional 
materials, etc. 


Extra Incentives to supplement your production 
achievements. 

If you are interested in making money—not just 
today, but years from now—write 

S. Robert Rauwolf, Vice President 

* . . . the familiar abbreviation for the North American 
Accident Insurance Company of Chicago—one of America’s 
oldest and strongest stock companies. 


Ai American Accident Insurance Company 


Licensed to operate in the 48 states and the District of Columbia 
LIFE « ACCIDENT + HEALTH 


209 SOUTH LASALLE STREET + CHICAGO 4, ILLINOIS 
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The Aetna Fieldman 
Ils a Good Man to Know 


The Aetna was one of the first insurance companies to appoint agents outside its home state, 
and Aetna fieldmen always have worked in close cooperation with agents and brokers. 
Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen—which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 
The Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions en building a more profitable business. He is a good man to know. 











Meet Fred A. Andersen, State Agent, South Bend, Ind. 
Fred enjoys fishing on the lakes of northern Indiana or 
listening on hi-fi to his wonderful collection of records, but 
he gets his greatest satisfaction from assisting agents pro- 
duce more good business. And Indiana agents know that 
Fred’s help is always practical. Fred has been with the Aetna 
for 20 years, having started in the Western Dept. in Chicago. 
During World War II he spent four years in the U. S. Air 
Corps, with two in the China-Burma-India theatre, where 
he had many fascinating experiences. He has been Indiana 
State Agent since 1952. 


Meet Lloyd Smallwood, Special Agent, New York 
City. Next to helping agents build premium income, Lloyd 
enjoys music and he is always ready to join the crowd with 
“Sweet Adeline.’ He entered the insurance business in 1920 
and is a graduate of the Aetna Training School. 

While accident and health insurance was Lloyd’s first 
love, his greatest enthusiasm today is for the Homeowner's 
Policy—and his vigorous efforts have helped agents cash in 
on this new-type coverage. Lloyd is a director of the Sub- 
urban Field Club of New York, a member of the Casualty 
& Surety Club of New York and the Insurance Federation. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY 
THE CENTURY INDEMNITY COMPANY »+ 
HARTFORD, CONNECTICUT 


. 


THE WORLD FIRE AND MARINE INSURANCE CO. 
STANDARD INSURANCE CO. OF N. Y. 
Clinton £. Allen, President 
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COMBINED 


PACKAGE PLAN 


for YOU? 





COMBINED 
CHIROPRACTIC 
td 




















over ‘142,000.00 in 10 years of fascinating selling! 


Yes, there’s a good-sized fortune wrapped up 
in this package, plus all the merchandising 
materials and assistance necessary to help you 
get it. 


Let’s open it up and see what’s in it for qualified 
agents. Based on our minimum production figures, 
there’s a potential of over $142,000.00 in commis- 
sions on sales and renewals over a 10 year period. 
Under Combined’s vested renewal program this 
could mean a retirement income for you of about 
$12,000.00 a year. How’s that for 10 years of 
fascinating specialized selling? 


With the personalized sales training you will 
receive using our proven merchandising formula, 
you can’t miss with Combined’s Chiropractic 
Health Plan. 


DID YOU KNOW? That in 1956, among the Combined Group 
of Companies, Combined Insurance Company of America, alone, 
paid its policyholders over $4,557,000.00 in claims. Since the 
company was organized, Combined has paid over $49,000,000.00 
in claims. The efficiency of Combined’s Claim Dept. provides 
representatives with valuable assistance in obtaining renewals, 
conversions and increased sales. 


That, briefly, is what’s in this package for you. 
And Combined has other interesting package 
plans of comparable potential, for your inspection 
and consideration. 


Find out how Combined can help you to out- 
standing success in the health-and-accident field. 
Mail the coupon, below—now! 


Combined Group of Companies, W. Clement 
Stone, President: Combined Insurance Company 
of America, Chicago; Combined American 
Insurance Co., Dallas; Hearthstone Insurance 
Co. of Massachusetts, Boston; First National 
Casualty Co., Wisconsin. 


ee ee one 


Combined Insurance Co. of America, Dept. 46 | 
5316 Sheridan Road, Chicago 40, Illinois 

Gentlemen: I am interested in the details | 
about Combined’s profitable package plans. | 


Name 





Address 








| 

| 

! 

| 

City State i] 
a | 


For Further Information Circle 73 on Card on page 81 
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let’s take 
a look at 
Jefferson Standard’s 


Colorful visual sales aids and proposal forms for single need selling, 
a special simple programming manual for ‘Planned Protection 
Service,”’ and a complete Business Insurance Sales Plans Manual — 
all prepared to provide the most modern sales tools for Jefferson 
Standard’s ‘‘Man in the Field.” 

Home Office Schools, Regional Seminars and Special Training 
Courses provide comprehensive instruction for both new and ex- 
perienced agents on how to use each sales aid to its best advantage. 

Another important sales point for Jefferson Standard Career 
men... And “something worth looking into.” 


efferson \iandard 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 


Over 112 Billion Life Insurance In Force 


“Now Celebrating 
50 Years of Looking Ahead”’ 
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All-industry Need— 
Sustain State Regulation 


CCEPTING the doctrine which seemed the 

intent of Congress when Public Law 15 
was passed “that the business of insurance 
should be regulated by the states” and that in 
those areas where the states had undertaken to 
regulate the business, the Sherman Act, the 
Clayton Act and the Federal Trade Commis- 
sion should not be applicable, the Fifth Circuit 
Federal Court of Appeals denied the claim that 
the Federal Trade Commission had jurisdiction 
over interstate accident and health insurance 
advertising. 

The decision was the result of a cease and 
desist order by the FTC in connection with ad- 
vertising by the American Hospital and Life 
Insurance Company of San Antonio, Tex. The 
decision seems a very vital one in the interests 
of state supervision of insurance. It now be- 
hooves state supervisory bodies in every state 
to strengthen and enforce effective laws in- 
tended to regulate advertising and every other 
law where possible loopholes exist. Every com- 
pany must cooperate in a sustained program of 
underwriting designed to aid the cause of state 
regulation. 
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More Freedom for 
Insurance Enterprise 


HE third annual meeting of the National 

Association of Life Companies reflected the 
need, within the institution of insurance, for a 
strong voice to present the aspirations and 
viewpoint of young and aggressive companies. 

The number of member companies, which at 
the first annual meeting was 51, is now 106. 
These companies have come together because, 
in the words of the Association president, “they 
have a common desire for one freedom that is 
peculiarly American—freedom of competition.” 

The American system of free enterprise rests 
its renown on the success of competition within 
the law with equal opportunity for large and 
small to present their respective wares to the 
public. Monopolies and stagnation result when 
the possibility of new ventures is eliminated or 
inordinately restricted. 

Life insurance is the spirit of American in- 
dependence given a material aspect. To serve 
well, it must have a constant offering of new 
ideas. Our economy is an ever changing one 
and old nostrums never suffice for new prob- 
lems. NALC already points to accomplishments 
its older contemporaries have embraced. 


J fel: acllca. 
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spectator’s daily reports 


selected news items from industry and business of importance 





Capitol Headlines by Ray Stroupe 


Despite a $5.8 million loss through indemnities in the 1956 
crop year, the Federal Crop Insurance Corp. still talks of some 
expansion. Rep. Whitten, D., Miss., questions whether the insur- 
ance ever can be proved actuarially sound. He sees it as prefer- 
able to outright grants to farmers, however. 


Nearly 650,000 claims await handling by the federal Old-Age 
and Survivors Insurance Bureau. Victor Christgau, the Bureau 
director, foresees the carrying of a “substantial backlog” of 
claims into the fiscal year beginning July 1. He estimates the wait 
for action on a claim at around 50 days. 


Company welfare plan disbursements to sick workers are 
exempt from federal income tax, the U. S. Supreme Court decides. 
Six court members agree that such welfare programs belong, tax- 
wise, in the same category as commercial health insurance. Deci- 
sion comes in the case of Haynes vs. the U. S. 


Eisenhower Administration plans for voluntary health insur- 
ance pools are revived. Bills to allow pools of smaller insurance 
firms are proffered in Congress. Only insurers doing less than 1 
pet of all U. S. health business or owning less than half of 1 pct 
of total health insurance assets could take part. 


Successful fire prevention work by the Post Office Dept. in 1956 
earn it a National Fire Protection Assn. Award. A feature of the 
agency’s activity was greater cooperation with local and state fire 
inspectors. Post Office Dept. efforts contributed to better public 
fire safety, the NFPA reveals. 


More than 400,000 Air Force drivers under age 25 are to attend 
classroom courses in safe driving. This training is designed to 
curb motor accidents that kill 600 airmen a year. Despite the 
losses, the Air Force recently won a National Safety Council 
award for outstanding safety performance. 


Supplemental third-party liability insurance against atomic 
reactor failure is a step nearer realization. The House-Senate 
Atomic Energy Committee approves a bill to supply up to $500 
million in federal indemnity in such cases. That figure is in addi- 
tion to private insurance coverage against such hazards. 


Conventional mortgage loans gained in attraction for life insur- 
ance firms in 1956, the Federal Reserve Board reveals. Insurers 
added much more to their holdings of mortgages than of business 
securities. During the year, the FRB notes, they liquidated $1 
billion of their holdings in federal securities. 


Walker Mason, of Providence, R. I., becomes deputy administra- 
tor of the Housing and Home Finance Agency. He was from 1933 
to 1941 a district manager for Connecticut General Life, with 
offices in Providence. Mr. Mason is a former executive vice presi- 
dent, Narragansett Electric Co. 
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March 15—One hundred, seven- 

teen more persons earned the 
final certificate of the Insurance 
Institute of America by complet- 
ing their examinations last Janu- 
ary. 

Now 783 persons have earned 
ILA certificates since the first ex- 
aminations were given in 1953. 
Next series of IIA exams will be 
given May 20, 21, and 22 in about 
70 places throughout the country. 


1957—-Prosperity Continues 


April 1—‘“As the first quarter of 

1957 comes to an end, it 
is becoming manifest that 1957 
promises to be a year of continued 
good business. There appears 
nothing tangible on today’s hori- 
zon to dispute the assumption that 
demand from most segments of the 
economy will continue strong in 
the months ahead,” said John B. 
Siegel, Jr., vice president of the 
Life Insurance Company of Vir- 
ginia, addressing the regional 
meeting of the American Life Con- 
vention. 

Concerning the probable trend 
of interest rates, Mr. Siegel said 
that if the forecast is correct that 
business will be fairly stable over 
the coming months, with possibly 
a slight tendency to ease some- 
what in the third quarter, the pre- 
vailing level of interest rates 
should tend to hold pretty much 
throughout 1957. Any change in 
the projection would appear to be 
in the direction of a slight easing 
of yields later in the year con- 
current with rising bond prices. 

Mr. Siegel concluded that while 
it appears as though the boom 
may have reached its peak in the 
last quarter of 1956, the evidence 
at hand suggests that we shall 
witness little deterioration in the 
over-all business picture in the 
immediate future. 
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for insurance men 





April 4—Underwriting results last 

year were down but premium 
volume up for the American Hull 
Insurance Syndicate, Clifford 
Cornwell, chairman of the board 
of managers, has announced. 

Mr. Cornwell said, releasing fig- 
ures for the fiscal year to Nov. 30, 
1956, that while losses incurred 
were heavier than in 1955 in all 
categories, the largest increase 
was in total losses including the 
“Andrea Doria,” the tanker 
“Salem Maritime” and the cargo 
vessel “Washington Mail.” 

His report shows that in spite 
of heavier losses in 1956 the Hull 
Syndicate premium rates on the 
76 domestic fleets whose policies 
were renewed last year declined 
nearly 3 per cent. This marked 
the second straight year that pre- 
mium rates of the syndicate have 
decreased. 

Also total net premiums written 
in the fiscal year increased 12 per 
cent over 1955 due to increases in 
fleets insured and increases in 
vessel valuations. An increase of 
95 per cent in premiums for cov- 
erage of ships under construction 
reflects expanded ship construc- 
tion activity in domestic yards. 

The syndicate participated in 
insuring 1,648 foreign vessels, an 
increase of 435 vessels over the 
number insured a year earlier, 
thus bolstering its international 
position. 


Adjusters Go Multiple Line 


April 9 — Single-contract insur- 

ance protection against sev- 
eral types of risk for homeowners 
and businessmen has spotlighted 
what could be an expensive “myth- 
ical iron curtain” between fire and 
casualty claim adjusters, Paul I. 
Thomas says. 
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by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


ECISION is expected soon 

in second of two cases in 
the Federal courts as to the 
jurisdiction of the Federal 
Trade Commission as applied 
to the regulation of health and 
accident insurance advertising. 
Regardless of the outcome, 
those cases will be carried to 
the Supreme Court by one side 
or the other. 

Defeat of the Patman resolu- 
tion does not mean that Con- 
gress will not act at this ses- 
sion on the proposal that a 
study of monetary and fiscal 
problems be undertaken. It is 
not likely that the President’s 
recommendation of a nine-man 


civilian commission will be ap- 
proved but a commission on 
which the Senate and House are 
represented along with civilian 
members probably will be au- 
thorized. Life insurance com- 
panies with nearly $100 billion 
of assets have an absorbing in- 
terest in the outcome. 

Revised rules covering life in- 
surance solicitation on military 
posts are about to be issued by 
the army. 

Despite efforts to limit lend- 
ing by the government housing 
agencies, it now is clear that 
their activities will not be lim- 
ited to the extent that seemed 
probable early in the year. 





ment 
Insurance companies, spoke be- 
fore the greater Chicago chapter 
of the Insurance Accounting and 
Statistical Association. 


Thomas, fire insurance adjust- 
manager for the Kemper 


“If we accept the reaction of 


some, that casualty adjusters can- 
not settle fire losses, and vice 
versa,” Thomas declared, “some 
policyholders may need assistance 
from two different claim men. 
This is an inconvenience and 
delay to the policyholder and ob- 


viously would increase loss settle- 
ment expenses which ultimately 
must be reflected in increased 
rates.” 

He said that one solution to the 
economy problem—a very obvious 
one for casualty companies that 
have been writing a sufficiently 
large volume to employ salaried 
staff adjusters—has been to turn 
the fire losses over to their own 
men to handle. 

This departure, Thomas said, 

Continued on page 34 
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has resulted in “some rather ex- 
plosive reactions in the adjusting 
fraternity,” particularly in the 
fire adjusting field, where it has 
long been a tradition that only 
fire adjusters are capable of han- 
dling fire losses. 


April 9—Casualty insurance com- 

panies in the American Mu- 
tual Insurance Alliance wrote 
$801,005,167 in premiums in 1956, 


an increase of 7.3 per cent over 
1955, that association reports. 
Business written by these 25 com- 
panies is about half of that writ- 
ten by the 205 mutual casualty in- 
surers of the nation. 

For the Alliance companies ra- 
tio of losses incurred to premiums 
earned was 58.7 per cent in 1956 
as compared with 55.3 per cent in 
1955. Ratio of underwriting and 
loss adjustment expense incurred 
to premiums earned was 30.3 per 
cent in 1956 as compared with 30.0 
per cent in 1955. 

Other comparisons of 1956 with 
1955: admitted assets increased 
5.5 per cent to $1,423,705,380; sur- 





Milestones 


Harry W. Johnson marks this 
year a full half century associa- 
tion with Thompson Derr & 
Brothers, general agency in 
Wilkes-Barre, Pa. Now secretary, 
Mr. Johnson came with the firm 
in 1907 and has been with them 
ever since. Agency will celebrate 
the 100th anniversary of its found- 
ing in 1958. 

Hannah B. Witkin, executive as- 
sistant to the board chairman, 
marked her 50th anniversary with 
the insurance brokerage firm of 
Schiff, Terhune & Company on 
April 19. 

George E. O’Hara, secretary of 
Niagara Fire, has retired at his 
own request after 50 years of 
service. 

Harry C. Michael, vice president 
and agency director, has retired 
after 50 years of service with 
Maryland Casualty. 

Alvin G. Wallace, vice president 
of the Agricultural and Empire 
State, has retired after 50 years 
with the company. 

Mark Evers, comptroller of 
Chubb & Son, celebrated his 50th 
anniversary with the firm in 
March. 

J. Louis Ivison has retired as a 
vice president after 50 years’ as- 
sociation with the Boston - Old 
Colony. 

John Hancock Mutual Life cel- 
ebrated the 95th anniversary of 
its founding with a mammoth 
“Boston tea party” on April 23. On 
display in the company lobby is 
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a replica of a typical Hub office 
of the year 1862. Tape recordings 
carry commentary on office condi- 
tions of the era. 

Equitable Life of Iowa is cele- 
brating its 90th anniversary year, 
and has crossed the $11 billion 
insurance-in-force mark. 

Baltimore Life is celebrating its 
75th anniversary this year. 

Protective Life has issued a spe- 
cial commemorative booklet for 
its 50th anniversary, celebrated 
this year. 

Craftsman is marking its 50th 
anniversary during 1957. 

Provident Life & Accident of 
Chattanooga, Tenn., has attained 
$2 billion insurance in force, 
reaching this second billion just 
four years after passing its first 
billion. 

United States Life of New York 
celebrated achievement of $1 bil- 
lion life in force with ceremonies 
in Honolulu, Los Angeles, Chicago 
and New York. 

Fire Association of Philadel- 
phia has reported that its divi- 
dend distributed March 15 marked 
the 100th consecutive year that 
dividends have been paid to stock- 
holders. 

Reserve Life of Dallas, Tex., has 
announced its achievement of $100 
million insurance in force during 
1956. 

National Reserve Life of To- 
peka, Kan., achieved the $200 mil- 
lion mark of insurance in force 
in 1956. 


plus to policyholders increased 
3.3 per cent to $292,301,469; net 
losses paid increased 13.3 per 
cent to $415,269,549; premiums 
earned increased 6.9 per cent to 
$790,524,201; losses incurred in- 
creased 13.5 per cent to $463,840,- 
122. 

Underwriting and loss adjust- 
ment expense incurred increased 
7.9 per cent to $239,202,628. Net 
underwriting gain decreased 20.0 
per cent to $87,481,451. Savings 
returned to policyholders  in- 
creased 3.3 per cent to $100,294,- 
774. 

Changes in assets of the compa- 
nies as a group showed small de- 
creases in holdings of cash and 
Federal bonds, and a small in- 
crease in holdings of state and mu- 
nicipal bonds. Assets as of Dec. 
31, 1956, were classified as fol- 
lows: cash 5.0 per cent; Federal 
bonds 35.2 per cent; state and mu- 
nicipal bonds 27.9 per cent; other 
bonds 13.8 per cent; stocks 9.8 per 
cent; real estate 2.7 per cent; 
mortgage and collateral loans 0.2 
per cent; and all other admitted 
assets 5.4 per cent. 


Courts Set FTC Down 


April 9—The Fifth Circuit Court 

of Appeals in New Orleans 
unanimously ruled that the Fed- 
eral Trade Commission has no ju- 
risdiction over the advertising 
practices of American Hospital 
and Life Insurance Co. 

This decision sets aside FTC’s 
cease-and-desist order against the 
company and reverses the Com- 
mission’s 3 to 2 decision that FTC 
jurisdiction did apply to the in- 
surance company’s advertising. 

Many insurance trade groups 
joined the company in its appeal, 
citing Public Law 15 against the 
FTC’s assertion of jurisdiction. 

The Fifth Circuit Court’s opin- 
ion referred to Public Law 15 as 
evidence that Congress intended 
to yield to the states the right to 
regulate insurance, if the states 
would enact laws for effective reg- 
ulation. 

FTC had contended that a state 
cannot control the advertising 
practices of companies located in 
other states. The Court replied: 
“The Congress seemingly had no 
doubt that a State might exercise 
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such power and we have none. The 
Supreme Court, we think, has ex- 
pressed the same view .. . with 
respect to another phase of state 
regulation.” 

Earlier (March 6) the Ninth 
Circuit Court of Appeals in San 
Francisco also cast some doubt 
on the FTC’s jurisdiction over ac- 
cident and health insurance ad- 
vertising. FTC had subpoenaed 
ad records from James Crafts, 
president of Fireman’s Fund. 

A district Court ordered him to 
obey the subpoena, and he ap- 
pealed the decision. Circuit Court 
reversed the decision and said the 
subpoena could not be enforced 
until the question of FTC’s juris- 





Life Companies Aid Housing by Mortgages 
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diction over insurance advertising 
could be settled. 

Having decided that the sub- 
poena on Crafts could not be en- 
forced, the Court found no reason 
to interpret Public Law 15. In its 
decision, however, it did refer to 

Continued on page 36 


Canada's New Life Business Up 30% 


In 1956 spectacular gains in life insurance sales 
were made by life insurance companies operating in 
Canada. New insurance put into force by Dominion 
registered companies during the year reached a total 
of $4.1 billion, an increase of 30.6 per cent over 1955 
and more than double the total sales in 1951. 

Life in force reached a total of $29.1 billion at the 
end of 1956. This is $3.6 billion more than was 
owned a year earlier and almost $12 billion more 
than at the end of 1951. Per capita life insurance 
in force now is over $1,800, compared with $1,235 in 
1951 and $639 in 1941. 

Here are comparative results for 1956 and 1955 
of Dominion registered companies. 


Dominion registered Life companies in Canada 
Figures in thousands of dollars 
1956 1955 % Increase 
564,723 520,098 8.6 
Annuities 117,046 105,908 10.5 
New insurance 4,119,757 3,154,671 30.6 
Insurance in force 29,097,416 25,451,572 14.3 
Claims incurred 180,854 161,883 11.7 
Annuity payments 16,328 14,599 11.8 


Canada’s life insurance industry is unique because 
nearly one-third of its business comes from other 
countries. Two companies have more business out- 
side the country than they do at home. About 66 
per cent of the foreign business of Canadian life 
insurance companies is in the United States. 

During 1956 Canadian companies wrote over one 
and a quarter billion dollars of new insurance out- 
side Canada, an increase of 9.6 per cent over 1955. 
At the end of 1956 Canadian companies had $8.7 
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MORTGAGE LENDING ACTIVITIES of life companies established new records 
in 1956, in a continuation of their long-term growth trend. Chart above, from 
a new study by the Division of Statistics and Research, Institute of Life Insurance, 
illustrates mortgages held in three property types for the last decade. Bulk of 
these funds has gone into better housing for the American people, the Institute 
stated. Study, titled "The Growth of Life Insurance Company Mortgage Invest- 
ments in Recent Years," indicates that life company mortgage holdings have 
increased about 360 per cent for the 1946-56 period. 


by Lillian Millar 


billion foreign business in force. Herewith we give 
comparative figures of foreign business for 1956 
and 1955. 
Foreign Business of Canadian Life Companies 
In thousands of dollars 
1956 1955 % Increase 
245,961 238,519 3.1 
Annuities 54,155 60,072 —9.8 
New insurance 1,268,633 1,157,761 9.6 
Insurance in force 8,723,055 7,892,914 10.5 
Claims incurred 88,644 89,069 —.5 
Annuity payments 19,131 17,978 6.4 

Rates of interest earned on invested assets by 
Canadian life companies continued to rise during 
1956. A general increase in interest rates, plus a 
continued switch to higher yielding investments 
were the chief factors in the increase. 

Here are comparative interest rates of Canadian 
companies which operate in United States. 

Net Interest earned 
1956 1955 1954 


¢ c Cc 
c /¢ « 


Canada 4.37 4.28 4.16 
Confederation 4.30 4.16 4.10 
Crown 4.52 4.24 4.12 
Dominion 4.40 4.23 4.13 
Great-West 4.22 4.02 3.93 
Imperial 4.53 4.35 4.18 
Manufacturers 4.59 4.47 4.39 
National 4.97 4.83 4.68 
North American 4.48 4.25 4.09 
Northern 4.65 4.64 4.51 
Sun 4.05 3.92 3.81 
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Special Washington Report— 


Flood Policies Ready—Awaiting Funds 


LL the machinery for writing flood insurance is being put 
into shape to operate soon after Congress grants funds. 
This assurance is given repeatedly to Congress by Frank J. 
Meistrell, Commissioner of the Federal Flood Indemnity Adminis- 
tration. He reiterates that the agency cannot enter into any con- 
tracts to insure property without funds to back up the obligations. 
The current FFIA request is for $50 million in operating funds. 

It now appears that it may be around June 1—if at all—before 
FFIA can get the funds. Meanwhile, the agency has developed the 
forms it will use, decided on the amount of the deductible pro- 
vision and on rates to cover river basins and coastal areas. 

Flood indemnity contracts will contain a $500-deductible fea- 
ture, plus 5 per cent of the remainder of the loss. Up to 40 per 
cent of “estimated rates” will be subsidized. Language of the 
flood insurance law enacted last year gives the states the job of 
sharing the subsidy burden after mid-1959. 

Subsidized rates may be as high as $12 for each $100 in prop- 
erty value, but only piers and other high-risk holdings over water 
will carry so high a charge. Net rates after subsidies for most 
classes of risks will be between $1.00 and $2.50 per $100, if there 
is 80 per cent coinsurance of the property, says Commissioner 
Meistrell. 

Within this range, the rates will be different in various parts 
of the country depending upon considerations of flood frequency 
and flood damage in such areas. 

On the basis of available data, FFIA has established a separate 
set of rates for each major river basin in the United States, and 
for the more highly exposed areas along the Atlantic and Gulf 
Coasts. FFIA believes that these rates reflect varying degrees of 
exposure and that they are marketable. The rating system will, 
of course, be modified as experience is accumulated. 

Coinsurance of both business and residential property can be 
arranged. Provisions are made for both 50 per cent and 80 per 
cent coinsurance of industrial and commercial properties in addi- 
tion to a flat rate. Homeowners will have the option of coinsuring 
their property up to 80 per cent or taking a higher flat rate. 

There is some disagreement as to the amount of interest shown 
by potential buyers of flood coverage. As appraised by the FFIA, 
however, there is marked interest among property owners in 
areas that have been hard hit by flooded streams and high tides. 

The agency has discussed with advisors from the insurance 
industry the possibility of surveying the market for policies. No 
survey is contemplated, however, because the FFIA has become 
convinced it will be nearly impossible to figure marketability be- 
fore there are policies to sell. 

An amendment proposed by the FFIA to Congress would delete 
the loan provisions of the Federal Flood Insurance Act of 1956. 
But the agency is not in favor of other amendments offered by 
Sen. Kennedy, D., Mass., in his bill, S. 1656. 

The Kennedy bill would take out the requirement that the 
states, two years from now, assume half the burden of subsidizing 
coverage. Commissioner Meistrell argues that flood losses vary 
from state to state, and sharing in the subsidy will cause each 
state to bear its proportionate share of this cost. 

Another change proposed in the Kennedy measure is that of 
directing federal money into the disaster insurance fund only 
when it is needed to pay claims, rather than when policies are 
sold. On the other hand, Mr. Meistrell says, it is the intent of the 
law that payments be kept on a current basis. He opposes the 
Kennedy recommendation for a change. 
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the distinct purpose of Congress, 
as set out in that act, “to abandon 
the field of regulation to the 
states, where the power tradi- 
tionally lay.” 


April 11—Number of C.L.U. stu- 

dents enrolled in study groups 
has doubled in four years, accord- 
ing to final figures for the current 
academic year from American Col- 
lege of Life Underwriters. 

A total of 7,251 individuals are 
known to be enrolled in formal 
classes or groups, which repre- 
sents a 28 per cent increase over 
last year’s figure. Four years ago, 
this figure was 3,638. These do 
not include unreported small 
groups or individuals studying 
alone. 

C.L.U. candidates are preparing 
for their examinations in 352 
study groups in 193 cities this 
year, as compared with 291 study 
groups in 168 cities last year. The 
American College expects about 
4,600 candidates to sit for the 
tests on June 5, 6, and 7. 


A & H Complaints Lead 


April 17—Complaints about insur- 

ance center now in the acci- 
dent and health field, two authori- 
ties agreed this month. 

Indiana’s Insurance Commis- 
sioner, Alden C. Palmer told 
LIAMA’s A & S meeting that few 
complaints about life insurance 
reach state departments but many 
more on A & §S. This is under- 
standable but not excusable, he 
suggested. “Because A & § con- 
tracts have so many contingencies, 
A & S seems more complicated to 
the public than life insurance.” 

However, he pointed out that 
about three out of four complaints 
about A & S are found to be un- 
justified, “but this does not mean 
we can dismiss them lightly.” 

Companies have it within their 
power to remedy the causes of 
many complaints, Mr. Palmer said, 
and in general he suggested they 
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position of public favor and con- 
fidence.” 

He urged high standards for the 
selection of agents and thorough 
training not only in fundamentals, 
but in telling a clear story to a 
prospect. 

Later in the month, Better Busi- 
ness Bureaus, through their As- 
sociation’s annual report, cited 
more than 100,000 inquiries and 
8,000 complaints about insurance 
last year. Of these, 53,598 were 
on A & H, 39,844 on life, and 29,- 
194 on fire and casualty insurance. 

Practices in home _ improve- 
ments, home appliances, automo- 
biles, fund raising, and insurance, 
in that order, generated the great- 
est volume of public contacts with 
Better Business Bureaus during 
last year. Other fields in the “top 
ten” were television sales and ser- 
vice, photography, furniture and 
floor covering, magazine subscrip- 
tion sales, and apparel. 

These ten classifications, out of 
the 43 in which BBB figures are 
kept, accounted for 51.2 per cent 
of all public contacts with the Bu- 
reaus. 


Life Sales Up 22% 


April 22—March purchases of life 
insurance, amounting to $5,- 
524 million brought the aggregate 
for the first three months of the 
vear to $14,691 million, some 22 
per cent more than a year ago. 

This was the largest March to- 
tal on record. The March figure, 
reported by the Life Insurance 
Agency Management Association, 
compared with $4,589 million in 
March of last year. 

Purchases of ordinary life in 
March were $3,878 million or 28 
per cent over March a year ago. 
This was the largest. single 
month’s total on record for ordi- 
nary. 

Industrial life bought in March 
amounted to $549 million, a de- 
crease of 4 per cent from the cor- 
responding month last year. 

New group life amounted to $1,- 
097 million in March, a rise of 11 
per cent from March a year ago. 
These represent new groups set 
up and do not include additions 
under group insurance contracts 
already in force. 


Continued on page 62 
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Company News Corner 


Quaker City Life has announced 
the reinsurance and assump- 
tion of the weekly industrial 
life of American Independent 
Life, and the accident and 
health and hospitalization cov- 
erage of American Independent 
Mutual Casualty. 

Pennsylvania Lumbermens Mu- 
tual has announced absorption 
of the 102-year-old Mutual Fire 
of the District of Columbia. Net 
surplus of Mutual Fire will be 
distributed on a pro rata basis 
to present policyholders of the 
absorbed company. 

Provident Life of Bismarck, N. D., 
has authorized increase of its 
capital stock from $375,000 to 
$3 million. Stock dividend of 
100 per cent to stockholders of 
record April 16 has been de- 
clared. 

Munich Management has estab- 
lished a Southern department at 
Atlanta, Ga., under Robert L. 
Morris, manager. 

Phoenix of London has opened a 
new home department in New 
York, supervising 12 branch of- 
fices in 24 states. Robert M. 
Lowd, formerly at the Pitts- 
burgh office, has been appointed 
manager. 

Fire Association of Philadelphia 
plans to open a Western under- 
writing and service department 
supervising all lines. Headquar- 
ters will be established at Mad- 
ison, Wis., under Vice President 
George V. Whitford. 

Bankers National Life, Montclair, 
N. J., and Pioneer Mutual of 
Fargo, N. D., have become asso- 
ciate members of the Interna- 
tional Association of Accident 
and Health Underwriters. 

American Casualty has_ estab- 
lished a Boiler and Machinery 
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Division with Alfred J. Stewart, 
Jr., as superintendent. 

American Motorists, first com- 
pany of the Kemper Group to be 
licensed outside North Amer- 
ica, has begun operations in 
Brazil. 

American Universal of Provi- 
dence, R. I., has been admitted 
to the States of Michigan and 
North Carolina. These admis- 
sions bring company’s total of 
licensed jurisdictions to 41. 

All American Life & Casualty has 
been licensed for accident and 
sickness business in Wisconsin, 
bringing to 17 the number of 
states where company operates. 

Association of Casualty & Surety 
Companies has admitted to mem- 
bership the Central Surety and 
Insurance Corporation, Com- 
monwealth of New York, Home- 
land, Mercantile, North British 
and Mercantile, Ltd.; Ocean 
Marine, Ltd., and Penna. Fire. 

Carolina Casualty of Burlington, 
N. C., has been admitted to 
Puerto Rico. Company is now 
licensed in all domestic terri- 
tories and states except New 
York and Alaska. 

Citizens Life of New York, li- 
censed in February, 1957, is 
now in full operation. Company 
was chartered upon conversion 
of Arex Indemnity and is a sub- 
sidiary of Citizens Casualty. 

Combined of America, Chicago, 
has been admitted for health and 
accident in Quebec, Canada. 

Life Insurance Agency Manage- 
ment Association has announced 
that United Fidelity has become 
a member company. New asso- 
ciate members are Sumitomo 
Mutual Life of Osaka, and 
Yasuda Mutual Life in Tokyo, 
Japan. 


3 per cent stock dividend to holders of rec- 


ord March 15; annual dividend of $.25 to stock of record March 4; 
Lincoln National Life, $1.05 payable in three quarterly installments of 


$.35 on May 1, August 1, 


and November 1; 


Republic National Life, 


Dallas, $.20 to stock of record March 20. Quarterly—Old Republic 
Life of Missouri, $.15 paid April 30 to shareholders of record April 1; 
Casualty, $.371% paid April 20 to common stock of record March 29; 
Life of Missouri, $.15 paid April 30 to sharehoulders of record April 1; 
Craftsman, $.10 paid March 29 to common stock of record March 25; 
Colonial Life of America, $.25 payable June 15 to stock of record 


? 


June 3. 
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The Road to Automation in 
overnment Life Insurance Operations 


In this special SPECTATOR article, Mr. Niblett describes what 
has been accomplished through punched card systems in ser- 
vicing VA's nearly 6,500,000 active policies which have a face 
value of more than $40 billion. 


By MELVIN A. NIBLETT 


Chairman, Veteran's Administration's Department of Insurance Electronics Committee 


ITH little or no fanfare, the 
Veterans Administration steadily 
is building a road leading to auto- 
mation in the conduct of the Gov- 
ernment life insurance program. 

Tangible evidence that the road is 
leading in the right direction exists 
in the reduction of total Veterans 
Administration administrative ex- 
penditures arising out of the insur- 
ance program. From an annual 
expenditure of approximately $60 
million in fiscal year 1952, 
will drop to less than $25 million 
for fiscal year 1957. This reduction 
in operating costs has been effected 
in the face of only a slightly de- 
clining workload. 

A variety of management prac- 
tices and techniques, including the 
streamlining of clerical operations 
by the adoption of improved clerical 
methods, together with the consoli- 
dation of field offices, and Con- 
gressional action amending Govern- 
ment life insurance legislation, 
have all contributed to this reduc- 
tion. One significant contributor has 
been the mechanization of clerical 
routines by punch card systems 
with emphasis being placed on the 
least glamorous of the electronics 
family the small scale com- 


% 


puter.* 


costs 


Systems vs. Computers 

Two-fold importance attaches to 
the approach to automation that 
has produced these present punch 
card systems with their modest ap- 
plication of electronics. 

First, the orderly 
and installation of 


development 
sub - systems 
avoided the frustration of the gi- 
gantic task involved in attempting 
a complete, one-shot 
Only a skeletal concept of the final 
objective is needed to keep the sub- 
systems aimed at possible ultimate 
fully integrated 


transition. 


conversion to a 
electronic system. 

Second, savings to the Govern- 
ment—and the taxpayers—became 
reality with the installation of each 
sub-system, rather than remaining 
a paper estimate against the day 
when a large scale computer might 
be planned for completely and in- 
stalled. To paraphrase an adage: A 


*In discussing electronic computers, this 
article recognizes three types, small, me- 
dium and large scale. Small refers to 
punch card activated units such as IBM's 
607 and R. R.’s 120, medium refers to card 
and/or tape equipment such as IBM’s 650 
and R. R.’s File-Computer, and large re- 
fers to tape systems such as IBM’s 705 
and R. R.’s Univac IT. 


system installed is worth two on 
the drawing board. 

The philosophy of automation in 
the Veterans Administration’s De- 
partment of Insurance may be de- 
fined as the building of the most 
economical total “system” consist- 
ent with good service to policy- 
holders... regardless of the nature 
of the tools required to operate it. 

The ultimate tools may include 
one or more large scale computers 
or may be composed merely of sev- 
eral medium and small scale mod- 
els. When the final “hardware” is 
installed—whatever the scale—its 
economy will have been proved 
against actual cost experience with 
less pretentious equipment. 

The soundness of this philosophy 
is apparent when you observe that 
the purchase or rental of a dozen 
large scale computers could have 
been ‘“‘justified” by the $35 million 
per year savings accomplished in 
VA insurance operations over a rel- 
atively short span of five years. 
The point is that these savings were 
achieved by a variety of manage- 
ment endeavors and without the use 
of large scale equipment or even 
medium size components. 

Regardless of size, a computer, 
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This is the key punch operation in the Philadelphia District Office, major post in the VA insurance program. 


per sé, is not an economical sub- 
stitute for good management prac- 
tices and intelligent systems plan- 
ning. 


Elbow Room for Systems Work 

Systems development, particular- 
ly in the area of office automation, 
requires plenty of elbow room if 
complete objectivity and effective- 
ness is to be obtained. 

The methods staff should not be 
hampered by organizational lines if 
it is to produce something resem- 
bling true automation. The staff 
needs reasonable freedom to test its 
work under actual operating condi- 
tions to permit realistic ‘“‘de-bug- 
ging.” 

In the Veterans Administration, 
over-all responsibility for adminis- 
tering the Government life insur- 
ance program rests with the Ad- 
ministrator of Veterans Affairs, 
Harvey V. Higley. The Chief In- 
surance Director, as head of the 
Department of Insurance and its 
5,000 employees, is the Administra- 
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tor’s top executive charged with 
implementing this responsibility. 
The Department’s Central Office, 
situated in Washington, D. C., is not 
a “home office’ of the character 
usually associated with the insur- 
ance industry; rather, it is com- 
prised of a select staff concerned 
primarily with policy recommenda- 
tions and systems development. 
Actual operations—servicing 6,- 
500,000 policies held by nearly as 
many individual insureds—are con- 
ducted in four field affices. The 
principal exception to a completely 
decentralized operation is the punch 
card actuarial evaluation file with 
its related activities which is main- 
tained in the office of the Chief 
Actuary. The Department’s Con- 
troller keeps the summary general 
ledgers and statistical accounts. 
This streamlined Central Office 
structure is the product of a major 
reorganization which was effected 
several years ago. In the area of 
systems work, it was decided that 
the development of integrated data 


processing techniques aimed at 
automation should not be restricted 
by functional lines. Therefore, sys- 
tems development was assigned to 
an Assistant for Systems, who, 
while coordinating his efforts with 
all staff components of the Depart- 
ment of Insurance, reported direct- 
ly to the Office of the Chief Insur- 
ance Director. 


Four Field Offices 


The four field offices also partici- 
pate in systems development. There 
is in each a small systems staff 
under the technical direction of the 
Assistant for Systems, Central Of- 
fice. 

Efforts of the field systems people 
and those on the Central Office staff 
are coordinated without overlapping 
through the simple procedure of 
project assignment. A specific office 
may work alone on an assigned 
project or may be one of several 
participating in a joint undertak- 

Continued on next page 
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The Road to Automation 


Continued from page 39 


ing. The systems staff of each field 
office also participates directly in 
the testing and installation of newly 
developed procedures. 

This concept of systems develop- 
ment has proven extremely fruitful 
in that practical experience at the 
actual working level is smoothly 
merged with the over-all systems 
philosophy developed by the Central 
Office staff. 


Problem of Where to Begin 

Given a decision seriously to in- 
vestigate electronics and a systems 
staff to do the investigating, just 
where does the staff begin? There 
may be as many answers as there 
are planners seeking these an- 
swers. Two typical approaches may 
serve to demonstrate these con- 
cepts. 

In one approach, the start is made 
by enrolling key personnel in ex- 
tensive programming courses con- 
ducted by a manufacturer of elee- 
tronic equipment. In the other, 
early efforts will go into taking a 
critical look into details of existing 
procedures ... perhaps for the first 
time in many years. 

A general knowledge of electronic 
devices is needed at the outset; 
however, discussions with a manu- 
facturer’s systems engineer will 
produce a considerable amount of 
information about the practical fea- 
tures of the equipment. It appears 
preferable to learn a little about 
all types, as opposed to knowing a 
lot about just one device. 

The other approach—a look into 
existing procedures — can prove 
quite profitable regardless of the 
part finally played by electronics. 
The degree of procedural analysis 
will depend appreciably on whether 
an active methods staff previously 
existed. 

VA’s Department of Insurance 
started with an experienced sys- 
tems staff comprised of methods 
personnel who originally were on 
the rolls of the several functional 
services. This Central Office staff 
was augmented by the permanent 
addition of a number of employees 
from the Department’s field offices 
and later by the establishment of 
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systems groups in each field office. 
Since the systems staff was fully 
conversant with existing insurance 
procedures, actual work with the 
long look to automation began in an 
area which at first blush might ap- 
pear irrelevant to the attainment of 
the objectives. It began with the 
improvement of clerical methods! 


A Solid Foundation 


On the proven premise that 
nothing can be built successfully 
unless it rests on a solid foundation, 
simplification of clerical routines 
and general operating practices ap- 
peared to be more than just a prac- 
tical springboard for getting a long- 
range project off the ground. 

Time-honored office methods sub- 
jected to scrutiny often are found 
to be cumbersome and outmoded, as 
well as rife with nonessentials and 
duplication of effort. Converting 
such methods to an electronic sys- 
tem would be as absurd as adding 
jet propulsion to the fringe-topped 
surrey. 

Of course, automation in data 
processing, by its very nature, de- 
mands a certain amount of systems 
rethinking. However, eagerness to 
do things electronically, combined 
with the enormity of the task in a 
large and complex operation, may 
result in only superficial rethink- 
ing. Fundamental weaknesses may 
be perpetuated and, once incorpo- 
rated in an electronic system, they 
very likely may be eradicated only 
at the price of reworking the entire 
system. 

A large segment of the Depart- 
ment of Insurance methods staff 
concentrated on this basic problem 
and found a genuine challenge. 
Areas where improvements were 
effected, not involving punch card 
mechanization, covered a wide vari- 
ety of functions including premium 
billing, premium accounting, under- 
writing, disbursing, correspond- 
ence, reports and filing. 

The significance of these im- 
provements from the standpoint of 
planning for a computer is to be 
found in a streamlined work flow, a 
considerably smaller number of pro- 
cedural steps and a sharp reduction 


in the volume of papers created, 
handled and filed. 

With the program of simplifying 
clerical routines proceeding under 
full steam, VA’s Department of In- 
surance began to concentrate on 
punch card mechanization. 


Punch Cards and Automation 


While punch card equipment was 
no stranger to the Government in- 
surance program — one of the 
world’s largest installations having 
been set up for payment of the first 
dividend on World War II insur- 
ance—it was virtually nonexistent 
in the Department’s four field of- 
fices as recently as 1953. The often 
raised question of whether to put 
a largely clerical operation directly 
on tape, or go through punch cards, 
was most vital. The answer could 
materially affect budgetary require- 
ments for a number of years. 

Actually, the solution was fairly 
obvious. A large scale computer 
could not be profitable until the bulk 
of primary records had been con- 
verted to tape... and that would 
be a long, tedious process. Conver- 
sion to punch cards, however, of- 
fered the opportunity for immediate 
savings as each function became 
mechanized, and would provide the 
medium for automatic creation of 
tape records at any time. Also, full 
utilization of small scale computers 
and statistical sorters would per- 
mit an elementary form of automa- 
tion. 

Generally, selected for 
mechanization were those having 
large volume transactions. These in- 
cluded dividend payments, dividend 
credit accounting (a form of de- 
posit), loan accounting, premium 
billing and collections. 


areas 


Loan Accounting Without 
History Cards 

Punch card systems development 
has been conducted with the elec- 
tronic future in mind. Transaction 
processing techniques and records 
design were aimed at conversion to 
tape methods with a minimum of 
modification. 

Policy loan accounting is typical. 
Here the problem of “history card 
history card” was faced 
squarely and resolved. Business in 
general—and the insurance indus- 
try in particular—looks upon the 
individual history record of trans- 


or no 
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actions as a well-nigh indispensable 
necessity. Virtually every major life 
company has such records of pre- 
mium payments and loans in either 
its agency offices or its home office 

. and perhaps in both. An elec- 
tronic system co-existing with a 
manually maintained nistory file ap- 
pears to be a widely accepted para- 
dox. 

VA’s Department of Insurance 
conducted a study and analysis of 
the number of references to these 
loan history cards. Based upon its 
study, it was concluded that these 
records simply were not required 
often enough to warrant the ex- 
pense of keeping them. 

The study indicated only a need 
for some “back-tracking” device to 
permit reconstruction of a series of 
transactions in relatively few cases. 
This feature was incorporated in 
the single loan balance punch card 
that constitutes the only active 
record of an insured’s policy loan. 
The accounting document control 
number pertaining to the last pre- 
ceding transaction, punched in the 
current balance card, serves as the 
start of an easily conducted retro- 
gressive search. 

This same principle was applied 
to dividend credit and deposit ac- 
‘counting, and history cards for 
these records have been eliminated. 
Punch card accounting for both 
loans and dividend credits can be 
converted to a magnetic tape sys- 
tem with only a modest amount of 
planning ... and the problem of a 
history card will be nonexistent. 


VA's Punch Card Premium Billing 


VA recently converted its NSLI 
premium billing system from Ad- 
dressograph to punch cards. The 
new system differs in several re- 
spects from the practices observed 
in most life companies. 

VA’s plan operates with only two 
basic files. One, the policy data file, 
has a single card for each contract 
arranged in sequence by policy 
number. The file is not segregated 
by plans, billing cycles or any other 
classification. VA’s unique policy 
numbering system — whereby the 
first policy number issued to an in- 
sured becomes his “‘file’’ number for 
any subsequent issues—results in 
all data cards for a given insured 
being together in the fiie. 
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POLICY DATA AUDIT 


These Mathematical and Logical Actions are Applied to all 
of VA's Policy Data Cards in a Single Pass of the Cards 
Through a Small Scale Computer and a Statistical Sorter 





SMALL SCALE COMPUTER 
(100 C.P.M.) 


1. Computes premium termination year 
on 5 year term, limited pay and endow. 
plans 


2. Identifies TD Riders (PIX) 


3. Computes premium termination year 
of TD rider 


4. Selects and punches the earlier pre- 
mium termination year 


5. Converts alpha. policy prefix to nu- 
meric code and punches 


6. Computes and punches billing cycle 
control code 


7. Computes insurance age and com- 
pares with pre-punched age (PEX) 


8. Identifies policies with differing ef- 
fective dates for life and TD riders 
(PIX) 


9. Computes TD rider age and com- 
pares with pre-punched age (PEX) 


10. Computes TD premium and com- 
pares with pre-punched TD premium 


(PEX) 


11. Computes life premium, adds to 
TD premium and compares with pre- 
punched total premium (PEX) 


12. Identifies cards found correct in all 
respects (PIX) 

(PIX)—Punches identifying X 
(PEX)—Punches error X 





STATISTICAL SORTER 
(450 C.P.M.) 


1. Sorts out rate cards used in com- 
puter run 
2. Checks for dividend option punch 
and for double punch error 
3. Tests for impossible dividend option 
4. Tests for impossible combinations of 
plan and “how paid" codes and for 
double punching 
5. Tests for impossible policy prefix 
codes and double punched codes 
6. Tests all TD fields to insure all are 
punched if TD rider exists or all are 
blank if it does not 
7. Tests for impossible billing cycle and 
payment frequency codes 
8. Tests for certain impossible punching 
in policy number field 
9. Verifies that premium field is blank 
for paid-up and extended insurance, 
and that it contains punching for other 
types 
10. Tests for impossible next month due 
11. Selects cards for special handling: 
a. Policies with differing effective 
dates for life and TD riders 
b. Policies to be placed in special 
files 
. Cards in which errors were found 
by the computer 
. Cards containing errors found 
by the statistical sorter in the 
above tests 








The other basic file contains the 
name and address cards which also 
are in policy number sequence with- 
out classification breaks of any sort. 
There is only one card for each in- 
sured, regardless of the number of 
policies he may have, except for a 
few trailer cards where lengthy ad- 
dresses are involved. This simplifies 
file maintenance, particularly in 
processing address changes. 

The premium notice is a punch 
card rather than a paper form, and 
the system of mailing 12 notices 
just prior to the policy anniversary 
on monthly pay accounts is being 
continued. The notice cards are de- 
signed to be returned by insured 
with their remittances for process- 
ing in a mechanized collections op- 
eration. 

The system actually accomplishes 
more than premium billing. A multi- 
purpose product is obtained from 


one monthly run of the policy data 
cards in which accounts will be 
selected having premium notices, 
dividends or term renewals due, or 
which have reached maturity. 
These basic policy data and ad- 
dress files, and much of the logical 
functions built into the punch card 
system, will be susceptible to con- 
version to magnetic tape in a com- 
puter operation with a minimum of 
developmental effort. 


Policy Data Audit 

A by-product of VA’s punch card 
premium billing—and one demon- 
strating the logical potential of 
small scale computers and statis- 
tical sorters—is the virtually com- 
plete audit of policy data. Far more 
than a check on key punching ac- 
curacy, the audit literally proved— 
or disproved —entries on prime 
Continued on page 54 
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O you write ordinary life in 
Cook County, Illinois? If you do, 
you may be interested to know 
that in 1955 ordinary life premi- 
ums for all companies from Cook 
County amounted to approximately 
$48,661,000. 

Are you writing fire insurance 
in Worcester County, Massachu- 
setts? For 1955, estimated fire 
and extended coverage premiums 
from that county reached $4,092,- 
000 on the county’s 168,600 oc- 
cupied dwelling units. 

Maybe you’re interested in auto 
liability (B.I.) writings for San 
Francisco County, California. The 
premiums written in that line, 
estimated for 1955, were $13,823,- 
000 for all three auto lines in that 
county. 

These new insights into insur- 
ance statistics—written premiums 
by counties and metropolitan 
areas—make up the newest addi- 
tion to THE SPECTATOR’S many 
marketing services. Now you will 
have reliable estimates for the 
premium volume in twelve major 
insurance lines from every county 
in the United States. 

The twelve lines covered in this 
first edition of “County Patterns 
of Insurance Sales” — that’s the 
official title for this marketing 
service—are: 

Ordinary life 

Industrial life 

Group life 

Group accident and health 


Your Insurance 


U.S.A.” 


Individual accident and health 
(made up of premiums in three 
lines “accident only,” “accident 
and health (individual) ,” and “non- 
cancellable accident and health.”) 

Hospital and Medical Expense 

Workmen’s Compensation 


Fire and extended 
(shown as a combined figure as 
well as broken down for three 
classes — residential, mercantile, 
and industrial) 

Auto Liability (B.I.) 

Auto Liability (P.D.) 


Auto Physical Damage, and 
then the three auto lines are 
combined for a total auto pre- 
mium figure for each county. 

These thousands of new insur- 
ance figures—made possible be- 
cause an “electronic brain” can 
calculate and record them so much 
faster than human fingers—open 
up many new chances to learn 
more about how and why people 
buy insurance. 


coverage 


Too Close To Home 


For instance, have you been 
staying too close to home? Maybe 
the premium volume in your lines 
is not big enough in your county 
to allow you to expand much be- 
yond your present gross. Maybe 
if you hop over the county line 
more often you’ll find better mar- 
kets for your wares in neighbor- 
ing counties. 

Or maybe you’re trying to ex- 


pand your agency by adding new 
lines. How well do accident and 
health lines sell in your area? 
Maybe they’re the answer to your 
desire to expand. These estimates 
of written premiums in every 
county will, we are sure, give you 
an accurate appraisal of the in- 
surance markets in your area. 


Within 5% 


Much work has gone in to make 
the figures in “County Patterns of 
Insurance Sales” as accurate as 
possible. Dr. J. M. Gould, who 
developed the necessary formulas- 
for THE SPECTATOR, assures us 
that the premium totals are within 
5% of being exactly right. 

Dr. Gould is well known to in- 
surance statisticans and _ better 
known to those in other fields. He 
and his staff at Market Statistics, 
Inc. prepare annually the compre- 
hensive “Survey of Buying Power” 
which appears as a special issue 
of “Sales Management.” In that 
volume, which has become a stand- 
ard reference book, Dr. Gould 
calculates a buying power index 
for each line of retail sales in 
each county. At the same time he 
prepares additional figures for the 
metropolitan areas which spread 
out over more than one county. 

By using much of the basic data 
that goes into the “Survey of 
Buying Power,” Dr. Gould is able 
to present in the “County Pat- 
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THE SPECTATOR's newest 
marketing service—insurance 
premiums by counties—estimates 
dollars received in all of more than 
3,000 counties and 260 

metropolitan centers. 


~ County, U.S.A. 


By William M. Alrich 
Managing Editor 


terns” service what he calls “esti- 

mates of insurance potential.” 
In the introduction to ‘County 

Patterns,” Dr. Gould explains: 
“The estimates of insurance 
potential by counties, and metro- 
politan areas shown here repre- 
sent, for each type of insurance, 
the results of the most reasonable 
allocations by county of the state 
totals assembled by THE SPEC- 
TATOR. County allocations are in 
all cases based on data published 
in, or underlying the estimates 
published in the ‘Sales Manage- 
ment’s Survey of Buying Power.’ 
“The general technique em- 
ployed here,” Dr. Gould goes on 
in the introduction, “was to take 
THE SPECTATOR data for states for 
the year 1955 as ‘actual’ results, 
and to seek some combination of 
factors taken from the ‘Survey,’ 
and available for both states and 
counties, that would offer the 
closest prediction of the actual 
results by state. If the formula 
offers predictions on a state level 
that involve an average error of 
no more than 5%, it would be safe 
to assume that a comparable mar- 
gin of accuracy would obtain for 
the potentials for smaller areas, 
i.e. counties. We define ‘potential’ 
here to mean an estimate of the 
theoretical sale that would result 
from a normal amount of sales 
effort if ali relevant economic 
factors were in ‘normal’ cperation. 
Continued on next page 
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Massachusetts Premiums Written 


All figures in dollars. 


County 


Barnstable 
Berkshire 
Bristol 
Dukes. . 
Essex 
Franklin. 
Hampden. . 
Hampshire. . 
Middlesex 
Nantucket 
Norfolk . 
Plymouth 
Suffolk 


Worcester 


Total 


Copyright 1957 Chilton Company. 


Ordi- 
nary 
Life 

$ 1,789 
5,422 
14,064 
168 

22,470 
1,935 

17,051 
3,357 

52,751 

102 

24,291 
7,772 

35,270 


22,451 


208 ,892 


Add 000 to all figures.) 


Group 
A&H 


2,589 
1,528 
9,279 


7,101 


48 ,882 


Resi- 


dential 
Fire & 


E.C. 


$ 418 


1,010 
2,957 


4 


27 
3,139 
1,549 
5,928 


4,092 


34,926 


estimated from The Spectator’s state totals for 1955. 


Auto 
(B.1.) 
Liability 
$ 503 
2,301 
6,969 

49 
10,329 
552 
7,601 
1,180 
21,622 
65 
7,666 
2,489 
18,579 
8,994 


88 ,899 


These premium figures are 
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Your Insurance County, U.S.A. 


In this sense the potential is a 
reflection of the economic re- 
sources of an area. 

‘But we do not stop here in our 
search for accuracy. In addition, 
if our county potentials, when 
added to a state total, differ from 
the actual state total by a margin 
of say 5%, we then run a cor- 
responding adjustment factor to 
ensure that, at least on the state 
level, there is no difference be- 
tween the potential and actual 
figures. In this way, we combine 
the best features of a theoretical 
approach to a potential, and the 
pragmatic virtues of actual sales.” 


“Scatter Diagrams" 


To demonstrate further the ac- 
curacy of the formulas, Dr. Gould 
prepared “scatter diagrams” for 
the various insurance lines cov- 
ered. In these the actual sales— 
premium volume—for each state 
is figured as a percentage of the 
national total. The corresponding 
“predicted” values are also stated 
as a percentage of the national 
figure. The “scatter diagrams” 
for group life, group accident and 
health, and auto physical damage 
accompany this article, and show, 
as Dr. Gould says, “There can be 
no question about the statistical 
relationship involved. In technical 
language, the linear relationships 
here explain more than 90% of 
the total variations, and this could 
not possibly be due to chance.” 

As a matter of fact, these “scat- 
ter diagrams” alone may give us 
some new ideas on the sale of in- 
surance. If most states follow 
closely a single pattern, why do 
one or two states diverge from 
that pattern? “These divergences 
are interesting,” Dr. Gould writes, 
“and should occasion some specu- 
lation among informed industry 
observers on the possible under- 
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Continued from page 43 


lying reasons, particularly if such 
divergences tend to reappear year 
after year.” 

One particular divergence, cited 
by Dr. Gould, is the place of New 
York on the “scatter diagrams” 
for the three auto lines. In the 
diagram here for auto physical 
damage, New York falls well 
below the normal! line. In the 
diagrams for the two auto liability 
lines, New York appears well 
above the line. “Thus in New 
York state,” writes Dr. Gould, 
“sales of auto liability insurance 
appear abnormally high because 
of high rates in the New York 
City area, and by the same token, 
sales of physical damage insur- 
ance in New York are unusually 
low. Thus it would appear that 
in the New York area the pur- 
chase of high cost liability insur- 
ance is made at the expense of 
physical damage. The same ten- 
dency, on a smaller scale, obtains 
in Massachusetts, New Jersey, 
Ohio, and Pennsylvania.” 

This divergence is normal, SPEC- 
TATOR Editor Cullen reports, be- 
cause after payments are completed 
on financed cars, owners often drop 
the physical damage coverage. 


Need for Correlations 


But there are many more fac- 
tors to be explained for this new 
marketing service “County Pat- 
terns of Insurance Sales.” 

One of the sparks which set 
THE SPECTATOR’S staff off on the 
trail to county insurance figures 
was the desire for correlations 
between insurance statistics and 
those of the “outside world.” Is 
there some relationship between, 
say, the number of cars in an area 
and the auto premium volume in 
that area? If we know personal 
income for an area, will that tell 


us the amount of life premiums 
we can expect from that area? 

When we outlined our questions 
to Dr. Gould he assured us such 
correlations could be made. He 
cited studies by earlier research- 
ers on life premiums and the work 
of his own organization for sev- 
eral insurance companies. 


Multiple-line Book 


We decided a truly multiple- 
line book was called for—leading 
lines from life, accident and 
health, fire and casualty. All our 
plans went well until we hit fire 
insurance. Here premiums would 
have to be related to property 
values in each area. But those 
property values are shown in 
three categories—residential, mer- 
cantile, and industrial—while fire 
premiums are reported in entirely 
different classifications. 

With the cooperation of friends 
in the organizations compiling 
statistics on fire premiums, we 
were able to get the percentages 
Dr. Gould uses—41% of the pre- 
miums from residential units, 33 
per cent from mercantile build- 
ings, and 26 per cent from indus- 
trial buildings. 

For raw data, we went back to 
the classifications of premiums as 
shown in countrywide compila- 
tions of fire and allied lines. These 
figures, gathered for rating pur- 
poses, are submitted to state 
insurance commissioners for indi- 
vidual states and also are consoli- 
dated for the entire country. 

One of the early decisions in 
our development of these county 
figures was that we should show 
one combined figure for fire and 
extended rather than 
presenting either line alone. By 
making only slight adjustments in 
the rating bureaus’ countrywide 

Continued on page 75 
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SCATTER DIAGRAMS 


These "scatter diagrams" for Group A 
& H (below), for Auto Physical Damage (at 
right), and Group Life (below right) graph 
a dot for each state with its theoretical vs. 
its actual premiums in those lines. If the 
actual premiums were in perfect agreement 
with the theoretical, dots for all states would 
appear on the diagonal line—''line of re- 
gression.” 

The fact that most states fall close to 
that line indicates the accuracy of the 
formulas used for the "County Patterns of 
Insurance Sales." The few states that fall 
far from the line point out special conditions 
applying to that area alone. The position 
of California in Group A & H, for instance, 
can be explained largely by special state 
laws. 

"Scatter diagrams for other lines will 
appear in the "County Patterns'’ volume. 
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HE time is ten minutes be- 
fore midnight on the final day of 
the grace period for Humber 
Minch’s life policy with MONY. 
Wife Aurelia rouses him from a 
deep slumber to ask whether he 
had mailed the premium. 

Horrified to discover he still has 
the envelope in his pocket, she 
vehemently insists that he go to 
the post office immediately. He 
groggily stumbles out into a 
stormy night mumbling, “There 
must be some easier way to pay 
an insurance premium.” 

Wife Aurelia, alone now, thinks 
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“Mighty, Musical 











"Poor little lonesome rich girl" (above) sings about 


“empty portfolio blues." 


Soon an agent visits to 


describe the company’s full, balanced line of policies. 


premiums might be deducted 
monthly from the family checking 
account. So she phones this idea 
—at midnight—to President Daw- 
son, only to find she’s talking to 
the night watchman. 


New Style Conference 


That’s the way insurance an- 
nouncements are made these days. 
At least that is the way Mutual 
Life of New York did it last month 
when they put on their mighty, 
musical extravaganza “All It 
Takes Is MONY” for the business 


conference of the company’s top- 
ranking production groups. 


The Works 


The show was professional, com- 
plete. There were songs, scenery, 
an orchestra, costumes, real 
laughs, and some very important 
insurance announcements. 
MONY’s quantity discounts, for 
instance, came out in song: 

“It’s cheaper by the 

cheaper by the dozen, 

That’s how people like to buy. 

And starting today 


dozen, 
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Extravaganza 


Music, humor and lots of laughs were 
mixed with new rate books, special 
executive policies, and quantity dis- 
counts when MONY used Broadway 
talent to make its latest announce- 


ments. 


Wife, in skit "Let Humbert Do It," sends 
hubby out in a storm to pay a premium, 
then she talks about automatic bank pay- 
ment plan. 


You can get MONY that way; 

Sales will reach a new high.” 

Written and produced by Wild- 
ing Pictures, Inc., and performed 
by five talented professional per- 
formers, “All It Takes Is MONY” 
brought a lot of fun to the rather 
dull business of telling the agency 
force what the company plans to 
sell in the coming year. 


Junior Wins 


“Executive Suite” presented a 
business office with the senior and 
junior partners trying to get the 
better of each other. Finally Sen- 
ior Partner lets out that he has 
insured Junior for $100,000 with 
MONY’s “Executive Equity” pol- 
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A new $25,000 minimum “Executive Equity" 
policy is announced (above) by two busi- 
ness partners trying to out-insure each other. 


icy, a new contract with a $25,000 
minimum. But Junior tops that; 
he has taken out an “Executive 
Equity” policy on Senior for $500,- 
000. 


Key Man Policy 


The audience got the point — 
MONY was announcing a policy 
that business firms could use to 
insure key officers. It was a real 
announcement, but made lively as 
well as informative. 

That’s the way the two-hour 
show skipped along through 15 or 
16 songs and skits. “Lapse and 
Cancel,” a male duo with fast 
chatter and music, put over ten- 

Continued on page 67 
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tax analysis... 

















Three-Ring Tax Circus 


By CHARLES L. KOPP 


Assistant Counsel, Pacific Mutual Life 


GOOD life underwriter needs 

to know the fundamental pat- 
terns of the three main individual 
forms of federal taxation—in- 
come, gift, and estate taxes. It’s 
essential not only to his own 
process of planning for the finan- 
cial security of his clients and 
their beneficiaries, but also ex- 
plaining these three basic forms 
of taxation gives their plans 
meaning to his clients. 

Most good underwriters know 
the taxation of life insurance, an- 
nuities, and accident and sickness 
policies pretty well. Of course, 
the rules change with every Con- 
gress and often with intervening 
court decisions, but in the main, 
these patterns are pretty well es- 
tablished and it’s only the narrow 
points that change with each 
changing wind. 

I have found that the three 
forms of individual taxation can 
be likened to the three traditional 
rings of an old-fashioned circus. 
This is because of our temptation 
to want to watch all three rings 
at once. If you’ve ever been to a 
three-ring circus you know it 
can’t be done. You’re sure to miss 
something someplace. Fortunate- 
ly, with these three tax laws if 
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you have professional assistance 
you don’t have to watch all three 
at once. You can take time and 
turn the circus into a chess game. 


Annual Box 


The characteristics of the in- 
come tax of particular signifi- 
cance to our discussion are these. 
First of all, it puts the earnings 
of the individual into an annual 
box, and the rate of tax is based 
upon the level of income for the 
particular year. 

There is no way to spread the 
income of the individual uni- 
formly over his lifetime. Of 
course, this is most difficult for 
professional men because of their 
long period of low earnings dur- 
ing training, apprenticeship, and 
the establishment of practices. If 
you think it’s tough for the pro- 
fessional man whose peak earn- 
ings are limited to twenty years, 
then think what it must be for 
the boxer or an actor whose peak 
earning years may be as few as 
three, or five, or ten. 

As we all know, the income tax 
rates are graduated. Here are 
some examples to illustrate the 
point. Based upon net taxable in- 
come for married man and wife, 


after all deductions a $4,000 fig- 
ure is at the 20 per cent rate, a 
$16,000 figure at the 34 per cent 
rate, the break even point is $36,- 
000 at the 50 per cent rate, and 
when you reach $76,000 it’s $2.00 
to Washington and $1.00 for the 
taxpayer. 

Let’s look for a moment at the 
Federal Estate Tax. None of us 
will ever have to pay it upon our 
own estates because it’s not due 
until fifteen months after we die. 
Therefore, the effect of the estate 
tax is to diminish what our heirs 
get, rather than to hurt us up on 
the hill. I suppose that most of 
my readers have never seen a 
Federal Estate Tax return. It 
comes in a booklet form and it is 
44 pages long, each page with de- 
tailed instructions. 


Tax Exemptions 


Basically, the tax reaches what- 
ever is left when the taxpayer 
dies. That is, the tax falls upon 
whatever assets are owned by the 
decedent at the time of his death. 
This tax, too, has graduated rates. 
The individual exemption of a 
taxpayer is $60,000. After that 
the first $5,000 is taxed at 3 per 
cent. By the time you have an 
estate of $60,000 over the $60,000 
exemption, the rate has reached 25 
per cent. It’s 50 per cent on any- 
thing over $2,000,000, and 77 per 
cent over $10,000,000. The last 
two rates are quoted not because 
they will be applicable to many 
people, but simply to illustrate the 
point that a large estate can be 
decimated by the Federal Estate 
Tax. If the estate must suffer 
capital gains in order to liquidate 
property to pay the Federal Es- 
tate Tax, the combined income 
and estate tax can exceed 100 per 
cent of the property. 

All of which reminds me of an 
illustration given me years ago 
by Dean Griswald of Harvard 
Law School. He told of an idyllic 
island in the Pacific. There were 
beautiful palm trees, cool ocean 
breezes, magnificent expanses of 
white sand, beautiful lagoons, 
lush vegetation, and no taxes—in- 
come, gift, estate, or otherwise. 
Only there were also no people, 
so there was no one to enjoy all 

Continued on page 68 
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Are Multiple Peril Policies Replacing 


Fire, Casualty and Marine Forms? 


THE SPECTATOR's regular contributor on "Coverages and 
Forms" presents—and answers—a very pertinent question. 


2... development of the Home- 


owners Package policies was a 
step in the direction of Multiple 
Peril coverages. Although pre- 
ceded by other forms such as the 
Manufacturers Output policy, the 
Comprehensive Dwelling and 
Homeowners forms were accepted 
by both the companies and pro- 
ducers as insurance coverages 
that were here to stay. The Manu- 
facturers Output policy is limited 
to a very few risks because the 
minimum premium of $5,000 is a 
discouraging feature. 

Multi-Peril contracts are con- 
sidered “all risk’ policies, but 
they do not cover every exposure, 
though the Homeowners “CC” of- 
fers very broad protection. It is 
necessary to add certain cover- 
ages such as earthquake for com- 
plete protection under some forms. 


Multi-Peril Insurance 
Conference 


A new advisory body is to be 
established under the title of the 
Multi-Peril Insurance Conference. 
This will be a consolidation of the 
Multi-Peril Rating Organization 
and the Interbureau Insurance Ad- 
visory Group. This new associa- 
tion will act as an advisory body 
on Multi-Peril policies, actual rate 
filings to be made by the various 
local Fire rating bureaus, the Na- 
tional Bureau of Casualty Under- 
writers and the Inland Marine In- 
surance Bureau. The organization 
of this group is expected to be 
completed by May 1. 

The future importance of Multi- 
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Peril policies may be indicated by 
the stress the insurance compa- 
nies are placing on this new ad- 
visory body. One of its first ef- 
forts will be to remove the confu- 
sion created by the comparatively 
large number of personal package 
policies. It is expected that one 
form will be promulgated for 
dwellings; certainly the Compre- 
hensive Dwelling form is on the 
way out. 


Package Forms for Business 


Merchandise Floater The first 
combination policy for business 
risks that aroused any interest 
among the insurance fraternity 
was the Merchandise Floater. This 
was merely a Reporting Fire form 
which could provide the Material 
Damage coverages of Fire, Ex- 
tended Coverage, Vandalism and 
Sprinkler Leakage insurance on 
premises owned, leased or occu- 
pied by the assured. (A non-re- 
porting form may be used if values 


remain comparatively constant 
and fluctuate as to locations 
rather than as to seasons. Either 
90 per cent or 100 per cent co- 
insurance may be applied; this 
form is seldom used.) 

The property insured included 
stock, supplies, furniture, fixtures, 
incidental (non - manufacturing) 
machinery and premises improve- 
ments. To this contract was added 
an Inland Marine rider providing, 
as to perils, all risk direct physi- 
cal damage subject to the usual 
Floater exclusions, for (1) Tran- 
sit Coverage, and (2) Insurance 
on the premises of processors. 

As the name indicates, this pol- 
icy was not available to manufac- 
turing risks. 

Mercantile Block Policy. This 
form provides “All Risk” coverage 
on property wherever located on 
premises within the United States 
and while in transit therein. The 
property covered is practically the 
same as that included under the 

Continued on page 52 





Press Release—April 15, 1957 


The Interbureau Insurance Advisory Group and the Multiple Peril Insurance Rating 
Organization issued a joint announcement today concerning a proposed consolida- 
tion of the two organizations into a single new advisory organization as soon as the 
necessary details can be worked out. The proposed consolidation has been approved 
by the memberships of both organizations and is expected to become effective on 
May |, 1957. This move is described as the natural outgrowth of the fact that both 
organizations are performing similar functions for their member companies in the 
field of mulviple line policies and a consolidation is believed to be in the public 
interest and will lead to greater efficiency and service for member companies. 

The proposed name of the new organization will be ‘Multi-Peril Insurance Con- 
ference." It is intended that the new organization will choose a new Executive Com- 
mittee elected by the combined membership and that H. F. Perlet will be the General 
Manager. The new organization will assume jurisdiction over the main types of 
presently known multiple line policies and these will be continued in essentially their 
present form for the time being. One of the principal objectives of the new organi- 
zation will be to develop the best single form of multiple line policy for the 


dwelling and manufacturing classes. 








AT THE DESK, tape recording has already taken on many office uses. But the 
same machines now... 


. .. AT ALL MEETINGS are providing full and flexible records with many applica- 
tions, and have cone... 
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. . . OUTSIDE THE OFFICE to take on additional research and recording-making 
functions. 





Helpful 


New booklet cites some 


Note: We have been aware of some 
of the fancier applications for tape 
recordings. Detective stories are 
full of them and one comic strip 
character is wandering around now 
with a tape recorder in her purse. 
Business applications of this mod- 
ern technique have been limited— 
or at least not well publicized. A 
new booklet, “The Tape Recorder 
in Business and Industry,” fills the 
gap with summaries of 75 different 
ways magnetic tape fits into office 
and factory life. We reprint below 
a dozen of these summaries that 
have or might have places in in- 
surance offices. Can you use tape 
for job applications, at-home secre- 
tarial work, midnight dictation? 
Yes, and for many other tasks, too, 
the booklet tells us.—the editors. 


FORWARD 


The magic medium of magnetic 
tape offers today’s management 
fresh, time-saving ways of doing 
nearly everything from testing 
auto mufflers to promoting better 
employee relations. ... 

You can play back magnetic 
tape instantly, listen to it once or 
a thousand times—retain sounds 
for minutes or decades. You can 
record on the same magnetic tape 
as often as you like, each record- 
ing automatically erases the pre- 
ceding one. 

Magnetic tape has outdated 
countless time-consuming proced- 
ures, helping workers to more use- 
ful and productive jobs. Magnetic 
tape offers new—and better—ways 
of doing things. 


MANAGEMENT CONFERENCES 


Many firms make a point of 
keeping branch offices informed of 
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Hints for Tape Recording 


novel uses for one of our most modern business techniques. 


important management’ confer- 
ences. Instead of having a stenog- 
rapher take shorthand notes and 
type verbatim transcripts for 
your branch offices, record the 
session and send the tapes to all 
branches simultaneously. Tapes 
can be easily duplicated, eliminat- 
ing any need for typewritten 
transcripts. Hearing management 
in the home office discuss a proj- 
ect will arouse more interest in 
details than a written account of 
the proceedings. The listener can 
always do a better job interpreting 
the basic significance of various 
points from inflections of the 
speaker’s voice, impossible to ob- 
tain from a piece of paper. 


NEWS DIGEST ON TAPE 


Key executives, too busy to keep 
abreast of all trade publications 
pertinent to their field, are now 
able to have assistants record a 
daily summary of all key informa- 
tion on magnetic tape, saving 
precious hours of reading time. 
The tape recorded summary, in 
addition, is much speedier than 
having all pertinent material re- 
typed. The tape may be listened 
to during the day or may be played 
on a tape playback unit, simply 
installed in an automobile, while 
driving home, or during the eve- 
ning. 


SPEEDING LENGTHY LONG 
DISTANCE CALLS 


If your firm’s branches phone in 
lengthy reservations, bookings, or 
orders by long distance telephone 
each day, here is one method to 
substantially reduce the time re- 
quired. Record on magnetic tape 
all information as it would be 
normally transmitted by telephone. 
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Then play the tape over the tele- 
phone line at quadruple speed to 
a recorder at the other end of the 
line. The tape can then be played 
back at normal speed for tran- 
scribing. 


AVOID NON-PERMANENT 
WRITTEN RECORDS 


It is no longer 
maintain laboriously written rec- 
ords of information that are use- 
ful only for a short time. Record 
the information on magnetic tape 
at 200 words a minute or better. 
Then, when the information is no 
longer of value, new material can 
be recorded on the same tape. The 
old material is automatically 
erased. For example, banks with 
several branches send bundles of 
checks to the main office by mes- 
senger several times daily. As a 
precaution against holdups or ac- 
cidents, the items of each ship- 
ment are recorded on magnetic 
tape. The tape is retained for 
thirty days, then re-used. Thus, 
at small cost, an otherwise vulner- 
able spot in the bank’s bookkeep- 
ing system is protected. Also, mag- 
netic tape is useful in tracing lost 
checks and vouchers. 


necessary to 


DIAL A LETTER 

Here’s an idea designed to spare 
company executives the _ incon- 
venience of carrying dictation 
equipment home at night. A sim- 
ple installation enables executives 
to dial an assigned number and 
over the 
pressing correspondence to a mag- 


dictate telephone any 
netic tape recorder. No operator 
is needed. By voice control the 
recorder will start, stop, and play 
back. In the morning the tape 


can be transcribed by a secretary, 
the letters typed and on the exec- 
utive’s desk before he arrives. 
This system is also ideal for dic- 
tating while at the club or any 
public place, day or night, should 
the need arise. 
SAFETY DRIVES 

A life-size dummy dressed up 
in a worker’s uniform and a small 
tape recorder which repeats mes- 
sages can together be used with 
dramatic impact in plant safety 
drives. The dummy is placed in 
the department with the last acci- 
dent, located in the same area and 
position as the accident. A “con- 
tinuous loop” tape recording is 
made and the recorder is hidden 
near the dummy. When the em- 
ployees come to work, they will 
see the dummy and, curious, will 
gather around. A floor mat switch 
near the dummy triggers a safety 
message whenever the mat is 
stepped on. 


SCREENING LARGE NUMBERS 
OF JOB APPLICANTS 

Tape recording can 
screening large numbers of appli- 
cants in the shortest time possi- 
ble. An advertisement should in- 
struct interested applicants to 
phone a private telephone number, 
giving their namé, address, and 
phone number. The interviewer 
should then call them back im- 
mediately, at which time they may 
dictate their qualifications over 
the phone to a tape recorder. Com- 
plete case histories of applicants 
can be covered in about five min- 
utes while normal] initial inter- 
views tend to average at least 20 
minutes. 


assist in 


Continued on page 91 
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THE 39 TOP MEN 


During 1956 Provident’s 39 leading ordinary life 


producers made a record which speaks for itself: 


e Paid for over $39,000,000. 
e Averaged 93 cases per man. 
e With an average size policy of $10,920. 


The number of cases per man is one of the significant 
records. We're proud of these men and all the other 
fine producers who helped to make 1956 a record 


production year. 
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Multiple Peril Forms 


Continued from page 49 


Merchandise Floater but the perils 
are much broader in that the all 
risk of direct physical loss or dam- 
age applied on the insured’s prem- 
ises as well as in transit and else- 
where. 

This form failed to attract much 
attention probably because the 
rating procedure was too involved 
for the average agent or broker. 

Commercial Property Coverage 
This is an endorsement broadening 
the Fire and Extended Coverage 
perils to include all risk protec- 
tion but with a simplified rating 
plan. The agent was provided 
with a manual which classifies va- 
rious non-manufacturing indus- 
tries from 1 to 9 and sets up terri- 
torial groupings of which are VIII. 
Premium computations merely re- 
quire a reference to the proper 
territory and business classifica- 
tions for a rate per $100 of insur- 
ance. Premiums are already com- 
puted at various limit levels, to be 
increased according to the amount 
of insurance needed in excess of 
these levels at the prescribed 
rates. Incidentally, the reduction 
in rates for the larger values is 
tremendous. 

The additional steps in arriving 
at the final premium involve: 

1. applying credits for burglary 
protective devices; 

2. adding a small charge for 
Sprinkler Leakage coverage where 
needed; 

3. reducing the premium so 
computed by the credits permit- 
ted under the Fire Reporting pol- 
icy, good experience reduction, 
premium discount, etc. 

(If the account does $1,000,000 
annual business 25 per cent which 
is on a wholesale basis, premium 
computation will be made by the 
bureau having authority. One of 
the steps involved is the separate 
rating of Transit coverage by the 
Inland Marine Insurance Bureau 
with certain credits and/or 
charges applied.) 

There are a number of indus- 
tries that are not eligible for this 
form, most of the excluded classes 
such as Jewelers and Furriers 
have the Block policies available, 
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cotton oil and grain risks may 
also insure under special floater 
type policies while the remaining 
ineligibles have little need for this 
special treatment. 

The Commercial Property Float- 
er is definitely here to stay; it is 
a popular form. 


What About the Manufacturer? 

An Industrial Property Cover- 
age endorsement was_ recently 
promulgated but later withdrawn 
for further consideration and 
some changes. This endorsement 
went a step further in that build- 
ings and machinery could be in- 
cluded with contents and obtain 
certain discounts available here- 
tofore only under stock lines—up 
to 15 per cent. Many of the insur- 
ance companies objected to this 
feature. The Industrial Property 
endorsement will probably be of- 
fered again with certain objec- 
tionable features either modified 
or removed. 


What About Office Coverages? 


There is also a special “all risk” 
coverage for offices that do not 
have stock of saleable merchandise 
on their premises. About the only 
information that is needed to quote 
a premium for this form is the 
amount of Fire and Extended 
Coverage carried by the assured. 
Accounts Receivable and Valuable 
Papers policies may be carried to 
supplement this office form. 

Again—Will Multi-Peril Policies 
Replace Other Forms? We be- 
lieve they will. The Inland Ma- 
rine Insurance Bureau is now 
sending out bulletins advising as 
to the states where the authorities 
have authorized the dropping of 
the “seven sins,” special Floaters 
known as Dealers Forms, they are: 

1. Household Appliance Dealers 

2. Office Machinery and Supply 
Dealers 

3. Heating and Air Condition- 
ing Equipment Dealers 

4. Industrial Machinery and 
Tool Dealers 

5. Sporting Goods Dealers 

6. Professional or Scientific In- 
strument Dealers 

7. Marine Supply Dealers 

Such risks automatically be- 
come eligible in those states under 
the Commercial Property program. 
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ROYAL-GLOBE 


First with the “Multiple-Line” fieldman, 


NOW 


Announcing a truly-integrated 
“Multiple-Line” department. 








Royal-Globe announces a brand new addi- 
tion — the MULTIPLE-LINE DEPARTMENT — 
designed to help you keep up to date with all the 
new trends in the field of commercial multiple-line 
insurance. 


This is a new department but Royal-Globe 
loaded it with experienced personnel: fieldmen, 
inland-marine men, fire underwriters, general cover 
men ; men who have been in on commercial multiple- 
line operations since the idea was first conceived. 


The sole responsibility of this new service 
will be the promotion and underwriting of the 
Commercial Property Form, the Office Contents 
Special Form and other commercial package cover- 
ages as they may be approved in your state. 


The new MULTIPLE-LINE DEPART- 
MENT is ready to go. And eager! Your Royal- 
Globe fieldman can now offer you the services of 
a single specialized department that can handle all 
of your commercial multiple-line needs, 





CASUALTY * FIRE = MARINE * SURETY 


150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. * THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD, 
ROYAL INDEMNITY COMPANY = GLOBE INDEMNITY COMPANY » QUEEN INSURANCE COMPANY OF AMERICA 
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TOO HOT TO HANDLE? 


A pilot needs know-how and guts to blast an 
experimental rocket plane up to the edge of the 
thermal barrier at 1,900 m.p.h. plus. 


You could say the same about the company 
that insured him. 


The company—Continental Casualty. 


The point? Any time you feel a risk—any size, 
any type, any line—is too hot to handle, that’s 
the time to call... 


CONTINENTAL 


CASUALTY COMPANY 


Chicago 4, lilinois 


A MEMBER OF THE CONTINENTAL-NATIONAL GROUP 
OFFICES ACROSS THE CONTINENT...ONE NEAR YOU 


| Road to Automation 


Continued from page 41 


records from which the cards were 
punched .. . including the insurance 
application itself. 


identifies Errors 


Digesting a variety of factors— 
date of birth, effective date, age, 
premium rate, amount of insurance, 
TD rider date, frequency of pre- 
mium payment, etc., the equipment 
determined or verified termination 
dates, billing cycle, life and TD pre- 
miums and age at issue... and 
identified any errors by type. It 
looked for—and found—‘“impossi- 
ble” situations such as an account 

| with a billing cycle indicated but 

| on which the premium had been 

| waived because of current disabil- 
ity. 

Some errors turned up in this 
audit were serious; others were 
minor. However, the seemingly in- 

| significant ones, particularly those 
involving impossible situations, if 
not found and corrected, could cause 
colossal headaches during the ini- 

| tial tape runs in a computer opera- 
tion. De-bugging computer pro- 
grams is a major problem... not 
to be compounded by data errors on 
master tapes. In recognition of this 
at least one large life insurance 
company in planning for automa- 
tion has been busy auditing its 
punch card files. 


Automation's Last Long Mile 
With clerical routines simplified 
and major operations—except pre- 
mium accounting—mechanized, 
VA’s Department of Insurance is 
| starting down the last mile of the 
| road to automation by taking a crit- 
ical look at medium and large scale 
computers. 
This important phase will coin- 
| cide with and be part of an agency- 
wide electronics program. Under 
| the leadership of a steering commit- 
tee composed of top level executives, 
the several departments and staff 
elements of the VA are exploring 
the possible application of elec- 
| tronic data processing techniques to 
| their respective operations. 
The decision to except premium 
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accounting—the area of broadest 
scope—from punch card mechaniza- 
tion and make it the focal point of 
the electronics study, was not 
reached superficially. Actually, a 
system was developed and_ thor- 
oughly tested as a collateral opera- 
tion for more than a year on 22,000 
accounts. While the test indicated 
potential savings and proved work- 
able—parts of it having been 
adopted for the billing and collec- 
tions operations—it also pointed up 
serious disadvantages and limita- 
tions. 


Unwieldy Files 


The multiplicity and size of re- 
quired files would be unwieldy 
when processing transactions and 
difficult to maintain in complete 
agreement. The limited storage cap- 
acity and program steps available 
in small scale computers would re- 
quire clerical handling of a large 
number of “exceptional” actions. 
The question of premium history— 
or an acceptable substitute 
not satisfactorily answered. 


was 


Since at least two years and the 
systems staff’s full time would be 
required to install such a punch 
card system, a comprehensive study 
of electronics would be considerably 
deferred. Further, the possibility of 
ultimately going to electronics 
raised the twin specters of multiple 
conversion costs and employee mor- 
ale problems. These considerations 
clearly indicated the need to ex- 
amine the feasibility of larger scale 
equipment for premium accounting. 


Medium Computers 
Medium and large scale 
puters will be evaluated simultane- 
ously. Medium components offer in- 
triguing possibilities. Using punch 
card peripheral equipment, they 
combine the speed and flexibility of 
internally stored programs with the 
accessibility of punch card records 
—and at attractive costs. The build- 
ing block design of some of the in- 
termediate hardware, together with 
the inclusion of magnetic tape units, 
core storages and “random access” 
files, virtually lifts this class of 
equipment into the large scale area 
but with the added promise of a 
high degree of flexibility in systems 
design. The final decision, however. 


com- 
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will be influenced strongly by the 
need for high speed handling of 
tape where large files are involved 
and the necessity of a larger mem- 
ory to store lengthy programs. 


Automation's Effect on Employee 


No discussion of automation is 
complete without consideration of a 
very important factor ... the hu- 
man aspect and the effect on per- 
sonnel. That management at large 
is keenly aware of this facet of 
electronics is evidenced by its in- 
clusion in the agenda of major con- 
ferences and seminars relating to 
this general subject. 

The effect of any aggressive sys- 
tem—electronic or otherwise—on 
personnel is not likely to be insigni- 
ficant. A prime objective is economy, 
and economy most often is achieved 
by the elimination of jobs with in- 
stallation of improved methods. 
There is a direct correlation be- 
tween the extent of the systems 
change and the effect it has on jobs. 


“Shake down" time 


A definite conclusion on the effect 
of automation on personnel is an 
elusive thing simply because office 
automation is far from an accom- 
plished fact. Most computer instal- 
lations are too recent and in some 
cases have been programmed for 
only a small segment of the total 
clerical routines. Generally, major 
system changes require consider- 
able “shake down” time before the 
full effect on personnel is mani- 
fested. Also, the first jobs placed on 
a computer often are basic punch 
card routines having only a slight 
effect on personnel staffing. 


Personnel Needs 

There appears to be a growing 
feeling among executives in private 
industry that employees will not 
lose their jobs because of the instal- 
lation of computers. Reasons ad- 
vanced include high attrition rates, 
shortages in the clerical labor mar- 
ket, and increased personnel needs 
resulting from business expansion. 
In fact, this latter reason has been 
cited as justifying the view that 
total employment may increase as 

a result of electronics. 
Continued on page 56 
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If yow’re 
looking for 
results... 





look to IBM 


Find out for yourself how 52 IBM 
electronics installations are serv- 
ing Life companies today. Just 
call your IBM representative. 
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Cur 0h Annivesary Year 


Im 1867 when pioneers travelled by covered 
wagon, Equitable Life Insurance Company of Iowa 
was founded, and its agents started selling life 
insurance equipped with little more than a rate book. 


TODAY Equitable Life of Iowa provides com- 
plete sales kits based on field-tested procedures, in- 
cluding one on mortgage insurance. This kit, 
with a phonograph training record, contains 

all the materials needed to make a con- 

vincing mortgage insurance presentation. 


LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 








Build a reputation for writing the more unusual coverages with 


', Professional 
Liability Insurance 


Accountants—Beauty Shops—Lawyers—Physicians—Surgeons— 
Dentists and others. 
v 


AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 





Write A. Seelig, V.P., Reading, Pa. 


Road to Automation 


Continued from page 55 


Ultimate Goals 


The ultimate goal is to arrive 
at the maximum service furnished 
the veteran, the minimum amount 
of expenditures, and the mainte- 
nance of a stable working force. 
This is a difficult thing to do. VA’s 
Department of Insurance expects 
some further reductions to result 
from the enlarged application of 
automation. Savings and increased 
service are a must if electronics 
systems are to be installed. 


Age of Change 

The VA will continue to acquaint 
its employees with progress made 
towards automation and will con- 
tinue in its efforts to maintain 
sound lines of communication. The 
average office worker is intelligent 
and knows he is living in an age of 
change. To keep employees con- 
tented and yet move forward to- 
wards the defined goal requires 
constant contact with employees 
and their representatives. Efforts 
are being made and will continue 
to be made to maintain good em- 
ployee morale. Among other things, 
will be considered the matters of: 


Normal Turnover 

1) Realistic timing. The Depart- 
ment’s systems development philos- 
ophy will continue to be a logical 
step-by-step progression which will 
permit the maximum benefits from 
normal attrition. 

2) Communications. Employees 
will be kept fully informed of gen- 
eral planning and schedules. 

3) Job switch opportunities. Pre- 
sent employees will be given every 
opportunity for training and trans- 
fer to new jobs created by mechan- 
ization and electronics, as well as 
transfer to retained office positions 
in the Department. In this connec- 
tion, electronic data processing ma- 
chine aptitude tests have been 
given to employees in all field offices 
of the Department. 

1) Government - wide placement. 
The Civil Service Commission is 
fully aware of the probable impact 
of electronics and is considering 
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plans for Government-wide place- 


ment. The VA will participate in | ‘ae 
this program. | \ fe 
| 


5) Out-placement. The VA and — 
the Civil Service Commission are 
exploring means of placing indi- 
viduals in private industry if and 
when the need develops. 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 


6) Training. Employees at all 
insurance field offices are being 
offered the opportunity to partici- 
pate in both on-the-job and off-the- 
job training courses designed to 
improve their present skills and 
develop their potential for other 
positions. @ It is a truism that what the local agent has to offer is service. 
7) Organization. Organization Yet how true! As a professional man. he must not seem to be 
plans have been designed so that selling. He must seem to be rendering a needed service—as 
mechanical and electronic opera- 
tions can run parallel to manual 
activities for short periods of time. 
This will provide a means of grad- 
ually assimilating large groups of 
people into newly approved systems word: confidence—which he defined as denoting (1) confidence 


in fact he is—just as the doctor serves. and the lawyer. 


@ An insurance man of national reputation was asked if he could 


sum up in one word the local agent’s most valuable asset. His 


operations. in oneself; and (2) inspiring confidence in others. 


@ If this seems too primer-plain, let’s nonetheless remember it: 


The Challenge nothing succeeds like enthusiasm. For nothing, except perhaps 

Automation presents a challenge 
unparalleled in the history of the 
office. In varying degrees, it applies 
to every group in the organization 
—clerks, supervisors, systems novel folder on the service of the Local Agent which is proving 


a smile, is so contagious. Little is sold, or stays sold, without 


enthusiasm. 


@ May we remind you again that PLM recently brought out a 


people, auditors, management. popular with agents everywhere. Why not send for a sample 
There is a challenge in new job 
opportunities ... in exploiting new 
concepts of data processing, record @ A general selling technique used by many successful local 
keeping, speed, accuracy ... in ex- P : 
ploring new avenues of manage- 
ment control based on immediately 
available facts. on the main question. As one agent phrases it: Get the 


copy. No obligation. 


agents is to get the prospect to make a choice on some related 


minor detail before maneuvering him into deciding yes or no 


But the challenge has hidden prospect to say which, before you ask him if. 
subtlety, for automation harbors 
the characteristics of both slave PLM OFFERS YOU: 
and master. It is a complicated tool 
that may be had in many sizes and a company dedicated to the support of the American 
shapes, and existing large scale Agency System 
computers represent just one group strength—surplus to policyholders now $7,297,801 
of models. To determine whether > 
an operation can use a large scale 
computer is one thing; to determine 
whether the operation needs it is prompt round-the-clock claim payment 


absolutely non-assessable policies 


anticipated dividends which have been averaging 20% 


quite another. capacity to insure risks of any size 
To consider automation—or any 
specific form of it—as an end in 
itself is to make it the master. To 
consider it merely as the means to 
an end is to win the challenge. The Writing FIRE and ALLIED LINES 
approach to automation by VA’s i } 4 “In the birthplace of American Mutual Insurance’’ 
Department of Insurance is that of 
seeking the right tool to do the best 
job possible. Branch Offices in New York, Los Angeles, Charlotte, N.C. 


Why not get in touch with us today 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY e PLM Building © Phila. 7, Pa. 
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verdict... 


By LUKE A. BURKE 
Member of the New York Bar 


“Co-Operation” Clause in 
Auto Policy 


Years ago the “co-operation” 
clause of the automobile liability 
policy was a veritable font of liti- 
gation. In recent years litigation 
on this clause has been reduced to 
a mere trickle because the duties 
and obligations between the as- 
sured and carrier have been judi- 
cially determined and _ defined. 
However, unusual situations do 
arise, such as the case of American 
Surety Co. v. Diamond (New York 
Court of Appeals, July 11, 1956). 

The named assured, David Dia- 
mond, gave his mother, Fannie 
Diamond, permission to drive his 
car. While operating it, she was 
involved in an accident and as a 
consequence Adolph Diamond, her 
husband and the assured’s father, 
was ‘fatally injured. She and one 
Weiss, as executors of Adolph 
Diamond’s will brought a wrong- 
ful death action against the as- 
sured. The American Surety Co., 
through its attorneys, interposed 
an answer to the complaint on be- 
half of the assured. Thereafter its 
attorneys sought to have the as- 
sured verify a cross complaint 
against Fannie Diamond to bring 
her into the action. Apparently the 
reason for this was as follows: 

Under New York law (also that 
of many other states) the owner 
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of a car is responsible for any 
negligence of the driver providing 
he has given permission to oper- 
ate the car. This is a liability cre- 
ated by statute (Sec. 59 Vehicle 
and Traffic Law) and not found in 
the common law. Such liability of 
the owner is a passive or statutory 
liability, while the liability of the 
driver is an active liability. 


“Spouse Liability" Rider 

Under such circumstances the 
owner is entitled to recover over 
against the driver for any judg- 
ment obtained by the injured 
party against him. This “right 
over” against the driver is ordi- 
narily academic because the omni- 
bus clause makes the driver an ad- 
ditional assured under the policy. 
However, the New York Insurance 
Law prohibits a spouse from re- 
covering from the carrier of the 
other spouse in actions such as 
this unless there is a special en- 
dorsement for “spouse liability” 
(and I wonder how much under- 
writing there is on such endorse- 
ments?). The carrier then rea- 
soned that the driver would not 
have coverage as an additional 
assured since she was the spouse 
of the deceased and the owner 
would be entitled to judgment 
over against the driver. 


This logical and interesting rea- 
soning died aborning because the 
named assured refused to verify 
the cross complaint against the 
driver. The carrier then declared 
the policy forfeited because of 
non co-operation and brought this 
action for a declaratory judgment 
that it was not obligated to defend 
the death action or pay any 
judgment rendered against the 
assured. 

The trial court found that the 
assured’s refusal to verify the 
cross complaint was a violation of 
the co-operation clause and de- 
cided in favor of the plaintiff- 
carrier. The Appellate Division af- 
firmed the trial court. The Court 
of Appeals, however, felt differ- 
ently and had this to say: 

“We must construe and apply 
this ‘cooperation clause’ found in 
the automobile liability insurance 
policy issued by plaintiff to 
defendant David Diamond (and 
found in millions of other pol- 
icies issued throughout the United 
States by plaintiff and other in- 
surance companies): 


Clause Not Breached 

“‘Assistance and Cooperation 
of the Insured. This insured shall 
cooperate with the company and, 
upon the company’s request, shall 
attend hearings and trials and 
shall assist in effecting settle- 
ments, securing and giving evi- 
dence, obtaining the attendance of 
witnesses and in the conduct of 
suits. The insured shall not, ex- 
cept at his own cost, voluntarily 
make any payment, assume any 
obligation or incur any expense 
other than for such immediate 
medical and surgical relief to 
others as may be imperative at 
the time of the accident.’ 

“This record shows no breach 
by David Diamond of the co- 
operation clause. There is not 
even an ambiguity in the policy 
required to be resolved in favor 
of the insured and against the 
company (Hartol Prods. Corp. v. 
Prudential Ins. Co., 290 N. Y. 44, 
49-51). The only language in the 
co-operation clause that by any 
possible stretching could cover 
this situation is that which re- 
quires the insured to co-operate 
‘in the conduct of suits.’ But that 
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must mean suits of the kind men- 
tioned in many earlier parts of the 
policy, that is, suits against the 
named insured. There is no sug- 
gestion in the policy that the ‘con- 
duct’ of cross suits against anyone 
was within contemplation of the 
co-operation clause. Any doubt 
about this should be removed by 
examination of the ‘Subrogation’ 
clause which appears in the pol- 
icy immediately after the co- 
operation clause. The subrogation 
clause reads as follows: 


Must Pay First 


“Subrogation. In the event of 
any payment under this policy, the 
company shall be subrogated to all 
the insured’s rights of recovery 
therefor against any person or or- 
ganization and the insured shall 
execute and deliver instruments 
and papers and do whatever else 
is necessary to secure such rights.’ 
Thus, the policy says and means 
that no right of the insurer over 
against a person other than the 
named insured comes into exis- 
tence except ‘In the event of any 
payment’ under the policy. Till 
that time comes, the insurer has 
no right of suit by subrogation or 
otherwise and till that time there 
can be no duty of the insured to 
co-operate in any such additional 
suit. On the commencement of the 
original suit, this insurer’s obliga- 
tion to defend its named insured 
therein was complete and absolute 
and its performance of that obli- 
gation could not validly be condi- 
tioned on any joiner of the named 
insured in another action against 
anyone. The purpose of the co- 
operation clause is to constrain 
the assured to co-operate in good 
faith with the insurance company 
in the defense of claims (Wenig v. 
Glens Falls, Ind., Co., 294 N. Y. 195, 
201). That purpose was fully met 
here.... 


Clause in Standard Use 
“We note that this 
operation clause has been in 
standard use throughout the 
United States for many years. So 
far as appears, this is the first re- 
corded instance of a contention by 
an insurer that co-operation ‘in the 
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The 


American 


who was 
ON THE SPOT! 


When an American salesman smashed 
his car in Bordeaux, he was desperate. 
He needed another car, in a hurry — 
and he wanted an American one. 

He heard he could get an American 
car in Geneva — if he could pay $3000 
in U. S. currency. He mentioned this 
to the insurance agent when he re- 
ported his crack-up. 

The next day he flew to Geneva, 
went to a bank — and walked out with 
3000 U. S. dollars! 

How come? His car was insured in 
America through his regular broker, 
by American International Underwrit- 


ers. AIU’s Bordeaux agents serviced 
the claim on the spot and their Paris 
office cabled AIU in New York. AIU 
deposited $3000 in Geneva the same 
day, to be released upon policyholder’s 
identification. 

On-the-spot service is simple—when 
you have a network as vast as AIU. 

For the producer, handling foreign 
risks through AIU is equally simple. 
Specialists will tailor policies to your 
client’s needs, and to the laws of the 
foreign country concerned. Terms and 
language are American. Claims are 
paid in the same currency as the 
premium. This includes U. S. dollars 
where local laws permit. 

Only 2% of American brokers in- 
clude such coverage in their portfolios. 
Yet this alert handful is harvesting 
millions annually in commissions. For 
American private investments abroad 
now top the 20 billion dollar mark, 
and this is still going up. 

Remember, you don’t have to be an 
expert to handle foreign risks. Take 
them to AIU—and AIU is your expert. 
For full information and literature, 
write to Dept. L of the AIU office 
nearest you. 


UNDERWRITERS 


New York 


Boston 


Dallas Houston Tulsa 


Washington 
Denver 


Chicago 
Portland 


New Orleans Detroit 
Los Angeles Seattle 


Miami 
San Francisco 
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Verdict 


Continued from page 59 


conduct of suits’ contemplates the 
bringing of cross suits in the name 
of the insured. In his authoritative 
work Sawyer assumes that the 
‘suits’ intended are ‘suits against 
the insured .. .’ If the companies 
are going to demand any more 
than that, their policies should 
say so. ‘.. . insurance contracts, 
above all others . . . should not be 
couched in language as to the con- 
struction of which lawyers and 
courts may honestly differ.’ 


Cross Suits Excluded 


“Still another ground is avail- 
able for holding that the ‘suits’ in 
the conduct of which the policy 
required David Diamond to co- 
operate were suits against him, 
not suits brought by him. Most of 
the States in which this same pol- 
icy form is universal do not per- 





Modern protection 
for domestic or for- 
eign risks, tailored to 
fit their individual 
requirements! 


NEW HAMPSHIRE 
FIRE INSURANCE 


mit (as New York does) the filing 
of cross complaints against per- 
sons liable over to the original de- 
fendant. This fact alone would 
make it unlikely that ‘suits’ in- 
clude cross suits.” 

The case does not decide the 
question of coverage for the driver 
as an additional assured but stops 
on the question of co-operation. 
The Court of Appeals did make 
this observation about interspouse 
liability: 

“Since we are holding that this 
policy does not mandate the sign- 
ing of a cross complaint, we do 
not reach any question as to the 
meaning or application of sub- 
division 3 of section 167 of the 
Insurance Law as to ‘interspouse’ 
liabilities. We do mention in pass- 
ing that David Diamond’s liabil- 
ity, if any, to his father’s execu- 
tors was certainly not that of one 
spouse to another.” 

However, that observation 
speaks of the owner’s statutory 
liability, not that of the driver. 
The question of coverage for the 
driver who was the spouse of the 
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deceased is still open. I think we 
may be reporting further on this 
interesting situation. 


Robbery From a Messenger 


Benjamin Pessin was an officer 
of four different drug store cor- 
porations and he had the receipts 
of three of the stores when he 
went to the fourth, Sands Drug 
company, to get its receipts for 
deposit in the bank. This last 
store was not yet open when he 
arrived and the manager was late. 
He admitted himself, placed the 
receipts in a safe and opened the 
store for business. Unfortunately, 
among the early “customers” were 
two holdup men who compelled 
Pessin to open the safe and they 
took the money. Each company 
had a policy which covered loss 
of money occasioned by robbery 
“from a messenger while convey- 
ing” money. 

The insurer denied liability on 
the policies and law suits fol- 
lowed. In finding for the insurer 
the appellate court said: 
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“The sole question to be re- 
solved has to do with the meaning 
of the clause in the policies which 
insured against the loss of money 
‘occurring outside the premises... 
while being conveyed by a messen- 
ger.’ The money was outside the 
premises of the insured plaintiffs 
and on this score there is no dis- 
pute. There is no question raised 
about Pessin qualifying as a mes- 
senger under the terms of the pol- 
icies. The defendant does contend 
that Pessin was neither acting as 
a messenger nor ‘conveying’ the 
money at the time of the holdup. 
The plaintiffs conversely maintain 
that since the money had left its 
point of origin and had not yet 
reached the bank, it was still be- 
ing ‘conveyed’ even though it was 
in the safe of the Sands Drug 
Company at the time the robbery 
took place. ... (Cases are cited.) 


‘In Transit’ Defined 


“The constructions placed upon 
the words ‘in transit,’ ‘handling’ 
and ‘care and custody’ by the 
above cases have no bearing upon 
the meaning of the words ‘while 
being conveyed.’ It seems quite 
obvious that ‘handling’ and ‘care 
and custody’ are not in any way 
synonymous with the words ‘while 
being conveyed.’ Of all the words 
and phrases mentioned perhaps 
the closest to the ones we are con- 
sidering is the phrase ‘in transit.’ 
This, however, has acquired a 
broad significance. Its meaning 
is described as follows: ‘Goods 
shipped from one person to an- 
other are said to be in transit 
from the time when delivered to 
the carrier by the consigner to 
that when actually or construc- 
tively delivered to the consignee.’ 
Merriam - Webster International 
Dictionary. The word ‘convey’ is 
defined by the same dictionary as 
‘To bear from one place to an- 
other; to carry; transport.’ 

“The law relating to the con- 

struction of insurance policies is 
well settled. If the language of the 
policy is plain and unambiguous, 
the words must be given their 
commonly accepted meaning.” 
(J & C Drug Co., Inc. et al. v. 
Maryland Casualty Co., Missouri, 
St. Louis Court of Appeals, Feb- 
ruary 5, 1957.) 
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INDEMNITY COMPANY 


HOME OFFICE—LOS ANGELES 
3450 WILSHIRE BOULEVARD 


Financial Statement—December 31, 1956 


ASSETS: 


Cash in Banks and Office $ 5,439,654.11 
Bonds: 
United States Government 
Canadian Government 
State, County and Municipal 


$18,974,304.63 
86,000.00 
8,696,734.92 


27,757,039.55 


Stocks: 
Public Utilities Preferred 
Public Utilities Common 
Banks & Trust Co. Common 
Industrial & Misc. Preferred 
Industrial & Misc. Common 


4,286,891.00 
3,027,396.00 

870,171.00 
1,357,303.00 
6,067,807.05 


15,609,568.05 


4,976,268,27 
140,125.45 
145,785.57 


Premiums in Course of Collection 
Due from Reinsuring Companies 
Interest Accrued 


ToTtaL ADMITTED ASSETS 


LIABILITIES: 


Reserve for Losses and Loss Expense 
Reserve for Unearned Premiums 
Reserve for Taxes 

Reserve for Policyholders’ Dividends 
Reserve for Stockholders’ Dividends 
Other Liabilities 


$20,805,698.00 
13,143,110.00 
774,695.00 
296,214.68 
168,000.00 
647,222.46 


Total Liabilities, except Capital 35,834,940.14 


Capital $ 2,400,000.00 
Surplus 15,833,500.86 


Surplus as regards Policyholders 18,233,500.86 


$54,068,441.00 


Tota. LIABILITIES 


Bonds in the amount of $7,934,647.65 amortized value are deposited as required by law 

Bonds and stocks owned are valued in accordance with the requirements of the 
National Association of Insurance Commissioners. 

On the basis of December 31, 1956, market valuations as prescribed by the National 
Association of Insurance Commissioners for all securities, total admitted assets 
would be $53,133,309.51, and surplus to policyholders would be $17,298,369.37 
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Daily Reports 


Continued from page 37 


April 22—Frederic W. Ecker, 

president, Metropolitan Life, 
will be the speaker at the annual 
Hemispheric Insurance Day 
Luncheon on May 14 at the Wal- 
dorf-Astoria Hotel, New York 
City, it was announced by John 
A. Diemand, President of the In- 
surance Company of North Amer- 
ica and Chairman of the Hemi- 


spheric Insurance Committee of 
the Chamber of Commerce of the 
United States. 

Mr. Ecker will discuss the ob- 
jectives of President Eisenhower’s 
“People to People Program.” 
May 1 — Qualifiers for the 1958 

Million Dollar Round Table 
will be permitted to count retire- 
ment income policies for only the 
face amount or 100 times the 
monthly income provided, thus 
eliminating the previous “125 
times the amount of monthly in- 
comes...” 





_ 


Sell Trswrance to Value 


Agent Cully Winters, of J. M. Winters & Sons, 
Quincy, Illinois, added a new line through the 
assistance of our fieldman with an evaluation 
estimate. The photograph shows John and Dick 
Winters working with State Agent Peterson. 
The property is an implement dealer’s show- 
room and warehouse. Subsequent recommen- 
dations enabled the insured to increase his 
insurance by $44,000. at considerable savings. 
For another assist, send for our “Replacement 


Cost Guide”. 
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THE PHOENIX INSURANCE COMPANY 


3205 Woodland Street 
Hartford 15, Conn. 


THE CONNECTICUT FIRE INSURANCE COMPANY 
EQUITABLE FIRE AND MARINE INSURANCE COMPANY 
MINNEAPOLIS FIRE AND MARINE INSURANCE COMPANY 


RELIANCE INSURANCE COMPANY OF CANADA 
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This is the most important of 
25 changes in the M. D. R. T. by- 
laws revisions adopted in the 
Round Table’s first mail ballot 
and announced to the members 
by M. D. R. T. Chairman Howard 
D. Goldman, C. L. U., of Richmond, 
Virginia General Agent for North- 
western Mutual Life. 


And in the Future 


May 6-8—Convention, National Association 
of Independent Insurance Adjusters, Palm 
Springs, Calif. 

May 6-8—Annual meeting, Health Insurance 
Association of American, Washington, 
D. C. 

May 9—49th annual meeting, Surety Asso- 
ciation of America, Sheraton-Astor Hotel, 
New York. 

May 9-10—Spring Insurance Conference, 
American Management Association, Hotel 
Statler, New York. 

May 1!0—Fraternal 
Association meeting, 
Chicago. 

May 13-I5—LIAMA Agency Officers Round 
Table, Hot Springs, Va. 

May 13-15—Annual meeting, National As- 
sociation of Insurance Brokers, St. Louis, 
Mo. 

May 13-16 — Inter-American 
National Association of Life 
writers, San Juan, Puerto Rico. 

May 19-22—Annual conference, Insurance 
Accounting and Statistical Association, 
Palmer House, Chicago. 

May 20-22—Insurance Institute of America 
examinations. 

May 20-24—Lecture courses on life in- 
surance medicine, Board of Life Insurance 
Medicine, Hartford, Conn. 

May 22-24—Annual meeting, Canadian Life 
Insurance Officers Association, Seigniory 
Club, Montebello, Quebec. 

May 22-24—Annual meeting, Life Insurers 
Conference, Carolina Hotel, Pinehurst, 
N. C. 

May 23-24—Western meeting, Society of 
Actuaries, Jefferson Hotel, St. Louis. 

May 27-29—3Ist Annual convention, Ameri- 
can Association of Managing General 
Agents, Fontainebleau Hotel, Miami 
Beach. 

June 4-6—Seminar, Institute for Manage- 
ment Progress, Prince George Hotel, New 
York. 

June 5-7—CLU examinations by American 
College of Life Underwriters. 

June 10-12—75th anniversary meeting, 
South-Eastern Underwriters Association, 
Hot Springs, Va. 

June 10-13—Convention of National Asso- 
ciation of Insurance Women, Sheraton 
Hotel, Philadelphia. 

June 10-14—88th annual meeting, National 
Association of Insurance Commissioners, 
Chalfonte-Haddon Hall, Atlantic City, 
N. J. 

June 12-15—International Association of 
A&H Underwriters Convention, Lowry 
Hotel, St. Paul, Minn. 

June 24-26— Annual meeting, Insurance 
Advertising Conference, Spring Lake, N. J. 

July 8-12—10th annual Life Insurance Mar- 
keting Institute, Penn State University. 

July 25— Executive committee meeting, 
American College of Life Underwriters, 
New York. 

July 29-Aug. 2—I4th annual Life Under- 
writing School, University of Connecticut. 
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There is only ONE 
Hotel Colorado 


THE SPECTATOR Entertains—in the Bindery 


Casual luxury for perfect relax- 
ation, cool invigorating fresh 
mountain air for that vacation 
boost you need to cope with hot 
summer weather. Hotel Colo- 

rado offers massage and miner- 
al baths. You will make new 


friends in our planned social 
Our world famous 


activities. 
chef serves the most excellent 
food and almost every kind of 
vacation activity imaginable is 
available, including excellent 
trout fishing, sightseeing tours, 
‘ night club entertainment, etc, 
Members of the Keystone Club last month came to see the Chilton printing plant where : ile to Hot items sr 
. . : the your travel agent 
ies. Above, 


THE SPECTATOR is produced. As a local chapter of Life Advertisers Association 
Keystone members come from the home offices of Philadelphia area life companies 
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Barbara Yeakle and Anne Elwood, Provident Mutual 
Provident Mutual; 





: Francis Brown, 





Thom Casper and Paul Reddy 


Mutual; Elliot Bugby, Penn Mutual; 
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Al Wassynger, Continental American (Wilmington, Del.) 
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Newspaper Ads, Follow-up Letters 
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These Names Make News 


Continued from page 10 


Royal-Globe group. Mr. Wea- 
ver’s retirement was arranged 
to permit him to become assis- 
tant commissioner of Federal 
Flood Indemnity Administra- 
tion. 

Charles B. Stauffacher, financial 
vice president of Continental 


Can Company, has been elected 
a director of American Manu- 
facturers Mutual and a member 
of the Eastern advisory board of 
Lumbermens Mutual Casualty. 
William C. Conley, former chief 
actuary of the Michigan De- 
partment of Insurance, has been 
named to the board and ap- 
pointed vice president of Amer- 
ican Annuity Life of Lansing. 
Dudley W. Orr, president of Peer- 
less, has been elected president 
of Caledonian-American, _ re- 





“That's what I 


“T like brokering with a company that’s 
well known—one that is well advertised 
and will support me with solid sales 
material. That’s what I like about 
Prudential’s Brokerage Service. What’s 
more, the personal assistance I get 
from Prudential representatives often 
marks the difference between my mak- 


call support” 


says Broker Blaine Hoien (left), shown here with one of his 
clients, manufacturer Berkley Bedell, and Orville Lownsberry 
of Prudential’s Sioux City Agency. 


ing or losing a sale. 

“In the past 12 months, I’d say that 
I’ve been able to up my personal in- 
come about 25 percent—thanks to 
Prudential’s Brokerage Service. Inci- 
dentally, even with all the assistance 
the fellows give me, I still get the full 
commission!” 


You'll enjoy YOU ARE THERE, Sundays, CBS-TV 


TO: BROKERAGE SERVICE + THE PRUDENTIAL, NEWARK 1, N. J. 


I want to know more about Prudential’s BROKERAGE SERVICE and how it will 


make LIFE sales easier for me. 


NAME__. 


ADDRESS__ 


PHONE. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


Life Insurance * Annuities * Sickness & Accident Protection * Group Insurance * Group Pensions 





cently purchased by the Peer- 
less group. Vice presidents are 
George L. Armstrong, B. Cram- 
ton Carrick, Raymond T. Swee- 
ney, John O. Talbot, and Mon- 
tague H. Zink. Ernest E. New- 
combe is secretary-comptroller 
and James M. Kay, treasurer. 

Raymond W. Hillman, head of the 
underwriting department, has 
been elected a vice president of 
Maine Fidelity Life. 

John F. Hynes was elected chair- 
man of the board of Employers 
Mutual Casualty. Mr. Hynes 
had been president since 1947. 
M. J. Wilkinson, formerly vice 
president and superintendent of 
agencies, was elected executive 
vice president, and W. J. Hynes, 
formerly secretary, was elected 
vice president and secretary. 

George A. Gear, formerly vice 
president in charge of the credit 
life department of Standard Life 
of the South, has been elected 
executive vice president. 

Samuel H. Swart has been elected 
a vice president of the Fire As- 
sociation of Philadelphia com- 
panies. Mr. Swart will handle 
casualty operations. 

Albert C. Vanselow has_ been 
named vice president and comp- 
troller of the Franklin Life of 
Springfield, Ill. Mr. Vanselow 
has been assistant vice presi- 
dent in charge of the planning 
department since 1953. 

. Russell Bridges, Jr., president 
of Piedmont Life of Atlanta, 
Ga., has been elected to the 
board of Reinsurance Corpora- 
tion of New York. 

. Gardner Lawlor, formerly presi- 
dent, has been named chairman 
of the board of American Mer- 
cury. Bernard K._ Shapiro, 
former chairman, has been ap- 
pointed chairman of the execu- 
tive committee. 

W. B. Phillips has been promoted 
from vice president to execu- 
tive vice president and trea- 
surer of Republic Bankers Life 
of Dallas. Jim Howard, for- 
merly agency director, has been 
named vice president and 
agency director. F. L. Collins 
has been named secretary. 

Fred W. Hagen of Atlanta, Ga., 
has been named a resident vice 
president of Lumbermens Mu- 
tual Casualty. Blaine Platt has 
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been appointed a resident secre- 
tary. 

E. H. Forkel has been elected a 
director of Continental Cas- 
ualty. Mr. Forkel is president 
of National Fire of Hartford, a 
member of the Continental-Na- 
tional group. 

William R. Phelan, controller, has 
been elected vice  president- 
treasurer of U. S. Fidelity and 
Guaranty. R. Wilson Oster, 
former assistant vice president, 
has become financial vice presi- 
dent. 

W. L. Clark has been appointed 
manager of the Workmen’s Com- 
pensation and Occupational Dis- 
eases Rating Bureau of Indiana. 
Mr. Clark was assistant secre- 
tary of the National Council on 
Compensation Insurance, and 
succeeds Cecil F. Shewmaker, 
who has resigned. 


John A. Solomon has 
been elected vice 
president of Citizens 
Life of New York. 
He will direct under- 
writing, organization 
and development 
procedures. 


C. D. Craig has succeeded S. W. 
Taylor as Superintendent of In- 
surance for British Columbia. 
Mr. Craig was formerly assis- 
tant superintendent. 

Trescott A. Long, Joseph W. Sar- 
gent and James C. Hitt have 
been elected to the board of 
Guarantee Insurance, member 
company of the London Group. 
Mr. Long is Pacific Coast re- 
gional manager. Mr. Sargent is 
deputy U. S. manager of the 
London Assurance and execu- 
tive vice president of Manhat- 
tan Fire and Marine. Mr. Hitt 
is associate regional manager 
for the Group. 

Kenneth E. Black, president of 
The Home and The Home In- 
demnity, has been elected a 
director of Chemical Corn Ex- 
change Bank. 

I. Davis, vice president and 
treasurer, has been elected 
chairman of the executive and 
finance committee of Glens 
Falls. F. A. Roberts, executive 
vice president, has been elected 
to the executive and finance 

Continued on page 66 
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THE UNITY 
FIRE ano GENERAL 
INSURANCE COMPANY 


116 JOHN STREET NEW YORK 38, N. Y. 


JOHN A. HEINZE, Chairman of the Board 
PAUL R. de MAGNIN, President 
GARDNER M. LOUGHERY, Vice President 
GILBERT KINGAN, JR., Ass't Secretary 

CHARLES W. REICHERT, Secretary 
THEODORE NEOCLEUS, Ass't Secretary 


Statement as of December 31, 1956 


ASSETS 


*U. S. Government Bonds $3.028.004.36 
*Other Bonds 1,362,292.42 
Common Stocks 2.388,927.13 
Cash in Banks and Office 316,968.20 
Balances under 90 days 364,097.24 
Interest Due and Accrued and Other Assets 381.223.78 
$7.841.513.13 
LIABILITIES 
Reserve for Outstanding Losses $ 661,743.69 
Reserve for Unearned Premiums 2.259,947.63 
Reserve for All Other Liabilities 1,370,797.27 
Capital Paid Up $1,000,000.00 
Surplus Over All Liabilities 2.549.024.54 


Surplus to Policyholders 3,549,024.54 
$7,841,513.13 
*Bonds as above valued on amortized or investment basis. 


Securities and cash caried at $1,210,133.76 in the above statement are 
deposited for purposes required by law. 
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"WE PAY AGENTS LIFETIME RENEWALS... 


Why Only $10? 


Why only $10 of Monthly Disability Income? A 





man may need $12 or $15 or even $20 per $1,000 


of life insurance. 


He can now buy these amounts with Occidental’s 
broadened Income Disability rider which allows 
a man to provide as much as $20 monthly cotal 
disability income for each $1,000 of life insurance 
up to monthly total of $500. That's right —$200 


on a $10,000 policy. 


Available on most Term plans as well as Life and 
Endowment, the rider contains only a four-month 
waiting period. And, on many plans, it pays dis- 
ability income not just to age 65, but for life 
during total disability — reducing to half the orig- 


inal amount at age 60. 


This, we submit, is a disability income plan that 


helps replace income realistically. 


“A Star in the West...” 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


. THEY LAST AS LONG AS YOU DO!" 








It’s good business to do business 
with AMERICAN CASUALTY on 


Contract Bonds, 


Judgment — Experience — Know-how 


PREFERRED RATES 
Write F. Beattie, V.P., Reading, Pa. 


AMERIGAN GASUALTY 
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committees of the board. C. S. 
Willmott, secretary, has been 
named a vice president, and 
E. P. Hutchinson, assistant sec- 
retary, has been promoted to 
secretary. 

Francis W. Humphrys was elected 
president of The Insurance Ex- 
change of Houston. 

Howard S. Bush has been elected 
a trustee of the Employers’ 
Group Associates, and a direc- 
tor of The Employers’ Fire and 
American Employers’ Insur- 
ance. Mr. Bush has been affili- 
ated with the group in various 
executive capacities since 1929. 

Dr. Vance J. Elliott has been 
elected to the board of Great 
Southwest Life of Dallas. A. R. 
Appelquist was elected trea- 
surer and assistant secretary. 
Miles E. Turney succeeds Mr. 
Appelquist as chief underwriter. 

J. Byron Saunders, who recently 
joined Republic National of 
Dallas, Tex., as vice president 
and general counsel, has been 
elected to the board. 

William Neal Irby, insurance 
agency executive and an officer 
of South Eastern Aviation Un- 
derwriters and the Irbco Cor- 
poration, has been named to the 
board of Carolina Casualty. 

R. H. Fogler, former Assistant 
Secretary of the Navy, has been 
elected a trustee of the Atlantic 
Mutual and a director of Cen- 
tennial Insurance. 

Benjamin Franklin Ferrier has 
been appointed resident vice 
president of American Home 
Assurance and Insurance Com- 
pany of the State of Pennsyl- 
vania. Mr. Ferrier was formerly 
associated with Manufacturers 
Casualty as vice president and a 
member of its board. 

Clarence M. Stovall, personnel 
manager for the southern de- 
partment of Fireman’s Fund, 
has been elected president of 
the Insurance Library Associa- 
tion of Atlanta. 

Paul A. Garrick has been elected 
president of the Mutual Agents 
Association of New York State. 
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Extravaganza 


Continued from page 47 


year Temporary Modified Term, 
“Modified Life Can Be Beautiful” 
got across some new points on 
split dollar sales. 

“Ein Wunderbar Portfolio” as 
sung by the whole troupe, warbled 
information about two new Flexi- 
ble Whole Life policies, with a few 
more verses thrown in about quan- 
tity discounts. 

They even managed—and this is 
really difficult—to explain the 
news about a small group life plan 
— Module “5-50”’—with a few 
laughs and genuine audience in- 
terest. 

Even triple indemnity on cer- 
tain contracts got a good send-off. 
A skit “Way After Dark” catches 
a nefarious couple tying “Poor 
George” to the railroad tracks to 
collect his insurance. Fortunately, 
an agent arrives to explain that 
some policies now pay three times 
face value for accidental death. 
And Poor George is released from 
the tracks in the nick of time so 
that he can get himself more ade- 
quately insured. 

All in all, the “mighty, musica! 
extravaganza” came off very well. 
The audience of well over 800 in 
the ballroom at the Waldorf-As- 
toria certainly enjoyed it. And 
the number of insurance an- 
nouncements that were fitted into 
this lively format was remarkable. 

Now the question is: After the 
successful “Broadway” run, are 
they going to put the show “on 
the road?” 





“Got everything you need now to tackle the 

insurance business . . . tech manuals, pam- 

phlets, policies, application forms, briefcase, 
rabbit's foot?" 
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MORE A&H 
SALES POWER 
FOR YOU 


with 
improved 


Check these new features on Major Medical: 


e@ Three deductible/maximum benefit combinations 
($300/$5,000, $500/$7,500, $1,000/$10,000) 

e No hospitalization requirement 

e Renewal premiums on level basis 


Read this in the MM Contract —“The Company will 
not terminate this Policy, by refusal to renew or by cancellation, 
solely on the basis of a change in the physical condition of any 
person after he became a Covered Person.” 


Also see the new hospital policies — new rates — improved benefits. 


Get the full story. Call your nearest Connecticut General office 
or write Connecticut General Life Insurance Company, Hartford. 


@€eS5 CONNECTICUT GENERAL 


MM 2389-90; FH 2365-67; IH 2376-78 











Set your sights to cover the earth! 
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the advantages. This, of course, 
is the basic reason we have taxes, 
because we also have people. 

Many folks are not aware of the 
Federal Gift Tax or do not take 
it seriously. The quickest way to 
understand the Federal Gift Tax 
is that you remember that it’s 
made necessary by the existence 
of the Federal Estate Tax. Fed- 
eral Estate Tax was enacted in 
1932, and four years later the 
Congress realized that the entire 
tax could be defeated by a death- 
bed transfer from the person own- 
ing the property to his heir, who 
would otherwise take the property 
by inheritance. 


Tax Supports A Tax 


Thus, the Federal Gift Tax was 
created, and is maintained today, 
principally and exclusively to sup- 


oY Group S ewice Mm Ge Company 


port the Federal Estate Tax. The 
revenue produced by the Federal 
Gift Tax is not enough to support 
the federal government for one day. 
Indeed, it’s my opinion that the 
revenue produced by the Federal 
Gift Tax is not enough to pay the 
cost of collecting it. 

Again, the rates are graduated. 
The basic pattern is that they are 
34 as high as the Federal Estate 
Tax. For example, the first $5,000 
of taxable gifts is the 2% per 
cent. Gifts over $50,000 are at 
18°4 per cent. The rate for a $2,- 
000,000 gift is 36°4 per cent, and 
over $10,000,000 the rate is 5734 
per cent. 


Advantages 

Furthermore, the Federal Gift 
Tax has additional advantages be- 
cause it is computed annually, 
and if the gifts are spread over 
a number of years the lowest 
brackets may be utilized; where- 
as, the Federal Estate Tax is com- 
puted only once, and thus reaches 
the higher brackets. 


Here the tax is an excise upon 
the transfer. The tax falls upon 
the donor or giver of the gift. To 
understand the law you must un- 
derstand the distinction between 
two terms. They are the annual 
exclusion and the lifetime exemp- 
tion. The annual exclusion pro- 
vides that each of us may give a 
gift of $3,000 to any number of 
donees or recipients. Thus, I could 
give $3,000 to every other person 
in the world without paying any 
gift tax. Next, the gift to qualify 
for the annual exclusion must be 
a gift of present interest. That is, 
the gift must entitle the donee to 
immediate possession and enjoy- 
ment of the property. 

The lifetime exemption is avail- 
able to each of us as a donor. It 
provides that even where a gift 
exceeds $3,000 to a_ particular 
donee in one year, the excess may 
be charged against the donor’s 
lifetime exemption of $30,000. 
This is accomplished by the filing 
of a gift tax return with the Dis- 
trict Director of Internal Rev- 
enue. For example, if I choose to 





Federal’s Forward Move 


Federal Life Insurance Company moved 
into its spacious and functional new Home 
Office April |. 
been ''on the move.’ 


The new Home Office dramatically depicts 


But Federal Life always has 


Federal's continued and steady growth for 
the past 56 years. It is just one phase of 
Federal's ''Strength through Progress." 


Federal Life — dedicated to service to 
mankind—offers sound Life and A & H in- 
surance coverage designed for the mid- 
twentieth century and features the personal 
services of a well - trained, well - supervised 
field force. 


Federal Life Insurance Company 


6100 N. Cicero Avenue 
Chicago 30, Illinois 
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give $4,000 to my daughter I can 
claim the $3,000 exclusion and 
charge the other $1,000 against 
my $30,000 lifetime exemption. 
When I have repeated that process 
for thirty years I have wiped out 
my lifetime exemption. 

Gifts to qualify for the lifetime 
exemption need not be gifts of 
present interest. That is, they 
may be gifts of what lawyers call 
future interests. 


Husband, Wife Split 


Two more characteristics of the 
gift tax must be understood. The 
first is that a husband and wife 
can split gifts. Thus, the two can 
join together and give a single 
donee $6,000 in a taxable year. 
They may do this whether the 
property given is community prop- 
erty or the separate property of 
either spouse, so long as the ap- 
propriate returns are filed. 

The next thing you must know 
about the Federal Gift Tax is that 
if you make a gift and die within 
three years thereafter, the law 
says you have made “a gift in con- 
templation of death,” and there- 
fore returns the amount of that 
gift to your estate for Federal Es- 
tate Tax purposes with appro- 
priate credit for the gift tax paid, 
if any. 

Now that we have these basic 
characteristics in mind respecting 
the three rings of the circus, how 
can we use them to our advan- 
tage? First of all, the taxpayer 
must usually earn the money. 


Income, Property 

very few ways to 
shift the falling of the heavy 
hammer of the Federal 
Tax. An employee can’t shift his 
salary to another family member 


There are 


Income 


by assignment. Partners cannot 
do it either, unless the partner- 
ship is one in which “capital is a 
material income-producing fac- 
tor,’ and they can give partner- 
interests to other family 
members. Even interest, or divi- 
dends, or upon property 
which you own cannot be assigned 
to another person so that the tax- 
able incidence will fall upon the 
recipient of the income. However, 


the income can be shifted by an 


ship 


rents 
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actual transfer of the property to 
the other person. 

This is what the Supreme Court 
of the United States in two famous 
cases, Helvering vs. Horst, and 
Lucas vs. Earle, have called the 
“fruit of the tree analogy.” If the 
tree is transferred to a new owner, 
the fruit belongs to him. But if the 
fruit only is transferred with own- 
ership of the tree remaining in the 
taxpayer, it’s still his income. 

So let’s assume you decide to 
What hap- 


transplant the tree. 
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pens? First of all, you run into 
the Federal Gift Tax. If the value 
of the property you transfer is 
less than $3,000 you have no prob- 
lem. You don’t even have to re- 
port it. But if it’s over $3,000 you 
claim the annual exclusion for the 
first $3,000 and charge the bal- 
ance up to $30,000 against your 
lifetime exemption. If your gift 
to a particular donee exceeds $33,- 
000 you must either have a spouse 
with whom you can split the gift 

Continued on page 70 
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and thus reach $66,000, or else 
you’re going to have to pay some 
tax. 

Secondly, if you live the three 
years after the gift is made you 
avoid the Federal Estate Tax. You 
have the advantage of taking the 
income from that property off the 
top of your tax return, but, of 
course, you lose control over the 
property. 


Clifford Doctrine 

Many people hesitate to trans- 
fer their property so that they 
lose control over it after they 
have spent a lifetime acquiring it. 
For this reason, a gentleman in 
New York several years ago es- 
tablished a short-term trust. His 
name was Clifford, and the law 
with respect to short-term trusts 
has been dubbed the Clifford 
Trust Doctrine ever since. A great 
series of cases following the Clif- 
ford case have ensued, and the 
results of these cases and the Com- 
missioner’s Regulations have now 
been codified in the Internal Rev- 
enue Code of 1954. 

Basically, to create a short-term 
trust the grantor must transfer 
property to a trustee irrevocably 
under conditions such that it can- 
not return to him in less than ten 
years, or upon the death of the 
income beneficiary, whichever oc- 
curs first. Now, to those of my 
readers who are blessed by not 
being lawyers, I’m sure it’s a lit- 
tle bit hard to understand a trans- 
fer which is irrevocable, but 
nevertheless, will return to the 
grantor at the end of ten years. 
You’ll just have to take my word 
for it. Those are the words used 
in the statute, and the fact that 
it is nonsense is immaterial. 

A gift tax applies to the value 
of the income stream to the bene- 
ficiary for ten years. Thus, a 
transfer for ten years of a piece 
of property worth $100,000 pro- 
ducing an income stream of $3,000 
per year is a gift of about $30,000 
and gift taxes must be paid ac- 
cordingly. 
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Value is really the present 
worth of $3,000 payable annually 
for ten years. The income, how- 
ever, is taxable to the donees, and 
if you’ve got enough of them you 
can spread your property through- 
out the family and thus spread 
the taxable income into lower 
brackets. 

The property comes back to the 
grantor at the end of the ten years 
and is therefore taxable in his 
estate for Federal Estate Tax pur- 
poses. 

Since life insurance is not in- 
cludible in the estate of the in- 
sured unless he owns the policy 
at the time of his death under 
Section 2042 of the Internal Reve- 
nue Code, one would think that 
the ideal system would be to cre- 
ate a bunch of these trusts, each 
one producing enough income to 
pay the premiums on a policy of 
insurance to be owned by the 
trust, and thus provide the cash 
necessary upon the death of the 
insured. However, this has been 
thought of long ago, recognized 
by the Congress as a “loophole” 
and plugged by Section 677 (a) (3) 
of the Code. However, such a 
trust can pay premiums on a life 
insurance policy on the life of 
someone other than the trustor. 


Half The Show 


As bad as all this sounds, I’m 
sure that those who are familiar 
with it are fully aware that the 
three-ring circus I have just de- 
scribed is only half the show, be- 
cause the individual states have 
set up sideshows with three sub- 
stantially similar rings. Not all 
of the states have death tax or 
gift tax levies, but almost all now 
have income taxes. 

Fortunately, the state rates for 
income taxes and for death and 
gift taxes are almost invariably 
substantially lower than Uncle 
Sam’s rates. Further, there are 
frequently technical differences 
in the definitions of taxable trans- 
fers and in the collection and ad- 
ministration of these taxes. In- 
deed, many states have a specific 
exemption from the death tax for 
insurance proceeds payable to a 
named beneficiary other than the 
estate of the insured. 
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mvestments... 


By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


Thoughts On Investing That Legacy 


HE investor is faced with 

many problems even under the 
best of conditions. When markets 
go into the doldrums and the out- 
look for the immediate future is 
not rosy, many questions arise. 
The industry that looked so good 
a few months ago doesn’t look so 
good today. Even the wonders of 
science that were to inject new 
vigor into the business cycle may 
be looked on a little dubiously as 
if to say, maybe you are not as 
hot as we thought you were. 

All this is a phase investors go 
through when a cheerful business 
picture has first produced a rising 
market for securities and then an 
exuberant one. When the exuber- 
ance is cooled by a little sober 
thinking, then we run into the 
doldrums when backing and fill- 
ing takes place while everyone 
scans the horizon. 

It is in such times as these that 
the investor has more than the 
average number of problems and 
questions to answer when new 
funds are to be put to work. Sup- 
pose you receive a reasonable sum 
of money from a favorite uncle, in 
cash, all yours to do with it as 
you please. Of course there are 
a thousand ways to spend it, but 
suppose you are the conservative 
type and decide to invest the 
money for the benefits it will 
bring you in the future. 

The fact that the money is all 


in cash is a problem by itself. A 
list of stocks and bonds, and may- 
be a few mortgages, would at 
least give you something to start 
on, as well as the satisfaction of 
criticizing the odd assortment of 
securities the previous owner had 
built up. Strange how easy it is 
to find fault with what has al- 
ready been done. But in this case 
you have cash and it is all yours, 
even to making mistakes for some- 
one else to criticize in the future. 


Confidence or Fear 


You will probably first of all 
have to ask yourself how scared 
you really are of the future. Do 
you have confidence in the growth 
of America from now on without 
worrying over whether the Repub- 
licans or Democrats are running 
things? Do you think the jet air- 
liner, the atomic reactor, the elec- 
tronic brain, the mystery fuels 
and earth satellites are just brain- 
storms of the “double-domes,” or 
that business ingenuity can put 
them to practical use for a higher 
standard of living throughout the 
world? Your thoughts of these 
two questions can really make a 
difference because they will influ- 
ence your thinking on any invest- 
ment problem. 

This question of confidence, or 
lack of confidence, in the future 
has a lot to do with investment 


planning, unless you want to try 
to beat the market on a short run 
basis, in which case you don’t 
need to do much planning and 
may not have much money to 
worry about after a few bouts 
with lady luck. 


Tax Free Bonds 

If you are seriously interested 
in investing your money but be- 
cause of the many uncertainties 
that exist today have little confi- 
dence in the ability of the coun- 
try to keep moving ahead, you 
could put your money in tax free 
bonds. Besides the pleasure you 
may derive from paying no tax on 
your income, you will have little 
worry over getting that income 
regularly. 

There are certain drawbacks to 
this move, however, which make 
it not quite as pleasant as it 
sounds. In the first place, despite 
the certainty of income, you take 
a risk—the risk that as time goes 
on the dollars you receive will not 
buy you as many oranges, or 
shoes, or theatre tickets as they 
once did. Whether you believe we 
are having inflation or not, and 
regardless of what name you give 
it, the fact remains that the over- 
all cost of living has been rising 
these many years. The chances 
are the rise will continue in one 
way or another. This will affect 
your buying power and is just as 
much of an investment risk as 
any other. 

Then there is the risk of mar- 
ketability. Many municipals do 
not have a very good market and 
a need to sell might bring with it 
a loss of capital that could elim- 
inate several years’ income. 

These facts are merely pointed 
out as risks that we all assume 
today even in what may be con- 
sidered the most solidly en- 
trenched security. As a practical 
matter there is no such thing as 
a riskless investment today. The 
world is in a state of flux under 
the influence of world wide social 
and economic changes. So let’s 
not become too complacent over 
protecting ourselves, with little 
effort, through fixed income secu- 
rities. To invest money today re- 
quires effort and constant watch- 
fulness, whether you adopt a tax 
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free program, a bond and stock 
program, or a mostly stock pro- 
gram. 


Watch For Upgrades 


But to get back to that cash you 
received from Uncle John. If the 
future does look good to you, then 
you have the problem of whether 
you want to supplement your pres- 
ent income as much as possible 
with safety, or place less empha- 
sis on present income and put 
more of your funds in the securi- 
ties of companies that are on the 
upgrade. This does not neces- 
sarily mean so-called growth 
stocks, of which we have heard 
more than enough the past few 
years. But it does mean compa- 
nies that may be benefiting from 
some improvement within the in- 
dustry or in the company itself. 
This improvement may be of a 
temporary nature, or of only a 
few years duration, but if antici- 
pated a very satisfactory invest- 
ment can be made. 


Revival of Coal 


A good example of the last few 
years is the revival of the coal 
business and its effect on the for- 
tunes of Joy Manufacturing Com- 
pany. Coal had almost reached 
the investment status of the street 
car, when our own booming econ- 
omy and the shortage of coal in 
Europe brought about an increas- 
ing demand for power and more 
power. Coal production had to be- 
come more efficient and the ma- 
chines made and developed by 
Joy gave this efficiency a big 
boost. 

Joy does not happen to be a 
one-product company; it makes 
all kinds of machines for more 
efficient production by industry. 
The point is that the demand from 
the lowly (investment-wise) coal 
industry gave Joy not only an in- 
creased demand for its products 
but high-lighted the investment 
possibilities. Joy is benefiting 
from its development of automa- 
tion, it is true, but not from some 
new scientific wonder that is usu- 
ally attributed to so-called growth 
stocks. 

Another example is the railroad 
equipment business. Most of the 
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time a dull, unglamorous busi- 
ness, but now the requirements of 
our growing economy and the par- 
simonious attitude toward equip- 
ment by the railroads in the past 
has built up a sizable backlog of 
demand for freight cars. For the 
next year or so freight car manu- 
facturers could turn in some very 
nice earning reports. 

But these companies are not the 
real beneficiaries of a revival of 
interest in equipment. The elec- 
tronic brain has given the rail- 


roads something to think about, 
not only in the safety of passen- 
gers and freight, but in the cost 
of maintenance, a vital factor in 
the operation of any railroad. 
General Railway Signal has come 
into its own through the develop- 
ment of a Central Traffic Control 
System and a system of freight 
yard distribution of cars. These 
operations are handled through 
electronic controls, which do won- 
ders in saving the railroads time 

Continued on page 74 








A VALUABLE TIP 
TO PROPERTY OWNERS 


Home owners lose millions of dollars each year due to fires and 
personal injury lawsuits. These two recent cases point up 
dangers you may never have thought about before. 


Jack W. and his family went away for the weekend, acciden- 
tally leaving the side door of their house unlocked. A neigh- 
bor’s 9-year-old son entered, turned on a basement power 
saw and seriously injured himself, The child’s parents sued 
Jack W. for negligence and won a settlement of $23,400. 


Things every Insurance Buyer 
should know—No. 85 








Jack had no personal liability insurance. 





Edward J. had bought his home eleven years ago for $12,900 
and insured it for that amount. Last year, he put it up for 
sale at $21,500. He was just about to close a deal when his 
house burned down. Edward J. collected only $12,900 for 





the loss of a house worth $21,500 in today’s market. He had 





failed to keep his insurance protection equal to the rising 





value of his home. 





Baltimore, Boston, Charlotte, Dallas. 
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A lawsuit or a fire could ruin you financially, if you have 
skimped on your insurance protection. So here’s our tip: see 
your independent insurance agent today and safeguard yourself 
and your family for tomorrow. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
Home Office: P. O. Box 6, Wall St. Station « New York & 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 


HOME OFFICE DIVISION —Head Office: P. O. Box 6, Watt Street Station, New Yore 
Houston, Newark, New Haven, New Or! 
Philadelphia, Pittsburgh, Richmond, Syracuse 

223 W. Jackson Boutevarp, CuHIcaco 

Cincinnati, Columbus, Detroit, Grand Rapids, Indianapolis, 
Milwaukee, Minneapolis, St. Louis 
PACIFIC DIVISION—Head Office: 361 CaLirornta Street, San Francisco 
Seattle, Portland, Los Angeles 








This advertisement appears in the Country’s leading newspapers 





Investments 


Continued from page 73 


and manpower and promoting effi- 
ciency. 

All of those are money saving 
items. For example, the New York 
Central took up two of its four 
lines of track between Buffalo and 
Cleveland, a distance of some 163 
miles, and is running more trains 


over the two remaining tracks 
than were formerly handled by 
four tracks. Central Traffic Con- 
trol does it and reports have it 
that the saving in yearly track 
maintenance alone is over $3,000 
a mile. 

General Railway is not the only 
company in this business, al- 
though it gets a sizable portion of 
it. Union Switch, a subsidiary of 
Westinghouse Air Brake, is an- 
other. These companies have re- 
ceived an up-rush of business that 





Reborn 


175th Anniversary Year 
1782 - 1957 


According to legend, it was in Mrs. O’Leary’s 
barn at 558 DeKoven Street in Chicago where 
the historic fire of 1871 started .. . a fire that 
burned for 27 hours causing the destruction 
of $196,000,000 worth of property. 


The “Windy City,” however, was quick to 
recuperate from its crippling misfortune. 
Within three years a new city of brick and 
stone had been built primarily by the aid of 
full payment of losses by insurance companies. 


The Phoenix of London Group is proud to 
have had a part in the rehabilitation of one of 
the world’s largest cities. For almost a century 
its parent Company had been operating in the 
United States and paying, with pride, similar 
losses in full. 


Today Phoenix of London Group continues 
this tradition of full payment of losses —a 
tradition upheld throughout seven quarter- 
centuries of providing protection. 


‘Phoenix of London Group 


55 FIFTH AVENUE + NEW YORK 3, NEW YORK 


PHOENIX ASSURANCE COMPANY OF NEW YORK 
LONDON GUARANTEE & ACCIDENT COMPANY, LTD. 
THE UNION MARINE & GENERAL INSURANCE 
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is likely to continue for some 
years. The railroads have in many 
cases completed the dieselization 
program, so the next most logical 
step is in electronic control 
through which service can be im- 
proved and definite savings made 
in operating and maintenance ex- 
penses. Here is another industry 
that is growing today but may not 
grow indefinitely. 


Planning Needed 


This whole problem of taking 
cash and building an investment 
portfolio requires careful selec- 
tion of the securities going into 
that portfolio. If you try a hap- 
hazard hit or miss method you 
will probably end up with a 
hodgepodge of unrelated holdings. 
At one time you may be scared 
into buying mostly quality bonds 
or putting a sizable amount in 
savings funds. At other periods 
the exuberance of the market may 
pull you into unsound situations. 

When you select securities, keep 
emotion out of the picture as 
much as possible. Pick compa- 
nies that are growing and show 
signs of continuing to grow for a 
few years. To assure this growth, 
an active and aggressive manage- 
ment is essential and finances 
should be strong enough to sup- 
ply the funds to keep competitive 
and abreast of the times. To 
make good selections is not too 
difficult, but once the selections 
are made they should not be for- 
gotten. Even the best of manage- 
ments can make mistakes and the 
most hopeful future can start to 
fade. 


Municipals, Mortgages 


These thoughts apply to all 
types of investments. Even mu- 
nicipals can be undermined by 
poor fiscal or political manage- 
ment, and first mortgage bonds 
may pay off even under receiver- 
ship, but the bond may be very 
sick marketwise. We will always 
have problems in the investment 
field and a legacy in cash can add 
a few new wrinkles, regardless of 
your investment plan. Uncle John 
probably suspected as much when 
he left instructions to give you 
cash. 
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Your County, U.S.A. 
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compilations for fire and extended 
coverage premiums, we were able 
to tri-cut them into residential, 
mercantile, and industrial classes. 

This was done first on stock 
company figures from the National 
Board of Fire Underwriters and 
then we made the same breakdown 
for non-stock premiums. This 
took us to the Mutual Insurance 
Advisory Association and the Na- 
tional Association of Independent 
Insurers. The final premium fig- 
ures were those from the Factory 
Mutual group which have their 
own rating bureau, so that their 
premiums would not appear in 
the totals from any of the other 
three organizations. Because of 
the specialized operations of the 
Factory Mutual group, we in- 
cluded their premium figures in 
our industrial total. 

Straight arithmetic then gave 
us three parts for the fire and 
extended premiums. To check our 
results we did all of this totaling 
twice—once with 1954 premiums 
(the latest available at that time), 
and again with the five-year totals 
from 1950-1954. The results were 
in both cases less than two per- 
centage points apart. 


Residential Mercantile Industrial 
42.7% 32.3% 25.0% 
41.0% 33.0% 26.0% 


1954 
5-years 


Dr. Gould then selected the five- 
year figures as those he would 
apply in his calculations. 

We recognize that we have made 
some broad assumptions in order 
to fit fire premiums into these 
three groups. We have allocated our 
premiums to counties without 
special allowance for variations 
in premium rates for different 
areas. Actual fire premiums from 
any county may be above or below 
our estimate because of special 
local rating factors. Also the gap 
between our estimate and the 
actual in industrial premiums may 
vary because of an exceptionally 
high proportion of sprinklered 
risks in the county, resulting in 
lower premiums. 
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Nevertheless, we can say with 
assurance that these are the best 
county premium figures available 
on an industry wide basis. 

Another combination used to 
make these county premium fig- 
ures more meaningful is the col- 
umn titled “Individual Accident 
and Health.” Three lines in the 
convention form — annual] state- 
ment filed by insurance companies 
were added together to make the 
premium totals for that column. 

These three 
only (individual) ,” 
health (individual),” 


lines — “‘accident 
“accident and 
and “non- 


“cancellable accident and health” 


would each have been difficult to 
handle separately. Figures play 
tricks on you when you’re dividing 
small numbers. So we added these 
three lines together under the 
heading “Individual Accident and 
Health.” 

Again to make “County Patterns 
of Insurance Sales” as complete 
a marketing service as possible 
we have added five more columns 
of figures for each county. These 
are statistics from the “outside 
world” — population, employment, 
dwelling units, personal income, 
and automobile sales. By com- 


paring the county premium figures | 
with these “outside” statistics you | 


can judge whether the market for 
a particular insurance line is 
“good” or “bad” in that area. 

This particular information will 
be of special help to company 
officials—in both large and small 
companies—who are called upon 
to decide where and how their 
organizations should sell their 
products. 

Brokers, branch offices, large 
agencies all will be able to apply 
THE SPECTATOR’S county premium 
estimates to their own gross fig- 
ures now. If you want to know 
more about these “County Pat- 
terns of Insurance Sales,” write 
to us here at THE SPECTATOR. Or, 
if a letter takes too long to write, 
just circle number 45 on the reply 
card on page 81 of this issue. 
We’ll send you additional informa- 
tion on prices, how you can obtain 
figures for your individual state, 
and we’ll list many other ways 
you can use this first set of county 
premium figures in the insurance 
profession. 
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client’s insurance is 
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CHANGES IN 


Flexible Family Plan Rider 


Massachusetts Mutual Life has 
adopted a Family Plan rider 
which may be at- 
tached to a basic 
policy on the life 
of a man who is 
head of a family. 

Rider will provide 

term coverage for 

the wife and all 

children not over 18 at date of 
entry. 

This may be attached on any 
permanent plan to which no other 
term rider is attached, so long as 
the basic policy will be premium- 
paying for at least as long as the 
period of the Family Plan pro- 
vision. However, it may not be 
added on to existing coverage. 

Minimum amount of coverage 
to be sold under this plan is a 
basic policy of permanent insur- 
ance of $4,000 on the life of the 
husband, with a Family Plan rider 
providing $2,000 on the life of the 
wife and $1,000 on each child. If 
the husband’s policy is for as much 
as $20,000, insurance on the wife 
can be for any amount from $2,000 
to $10,000. Relationship between 
the insurance on the wife and that 
on each child is fixed, with the 
wife’s always twice that on the 
life of each child. 


For Further Information Circle 244 on Card 


76 


“Quantity Discount” on Premiums 


Continental Assurance has ex- 
tended its premium discount plan 
to all its ordinary life contracts, 
both participating and non-partic- 
ipating. Plan is effective in all 
states except Massachusetts, where 
some plans only have been ap- 
proved. 

The quantity discount is com- 
puted by setting one premium for 
the first $4,000 of insurance and 
a reduced rate for every $1,000 over 
this figure. 


For Further Information Circle 245 on Card 





WHAT THE NUMBERS MEAN 


If you would like more infor- 
mation about one or more of the 
policies or lines reviewed here, 
circle on the card between pages 
80 and 83 the ber or bers 
following those items. Write your 
name and address on the card 
and drop it in the mail. 














Family Term Insurance 

A family insurance policy de- 
signed for married men between 
the ages of 18 and 50 has been in- 
troduced by New York Life. This 


“ 


new policy provides a “package” 
of insurance coverages for the 
whole family. 

Contract is issued in $5,000 
units with each unit providing 
$5,000 of whole life insurance for 


the husband, $1,250 of term in- 
surance for the wife, if she is the 
same age as her husband, and 
$1,000 of term for each covered 
child. Double indemnity is auto- 
matically included on both the 
husband and wife, and automatic 
waiver of premium benefit on the 
husband. 

For Further Information Circle 246 on Card 


Executive Paid Up at 65 


A number of changes have been 
effected in the policy line and pre- 
mium schedule of American United 
Life. Among these is a new Ex- 
ecutive plan, paid up at age 65. 
Minimum amount is for $12,500. 

Also a single premium deferred 
retirement annuity with flexible 
options has been introduced. 


For Further Information Circle 247 on Card 


Quad 60 and Special 60 Term 


Two non-participating term in- 
surance plans have been an- 
nounced by Bankers National Life 
of New Jersey. These have in- 
creasing face amounts with a level 
premium. The Quad 60 is a com- 
bination of three-fourths term in- 
surance to age 60 and one-fourth 
life paid up at age 60. The Spe- 
cial 60 is a term policy expiring 
at the policy anniversary nearest 
the insured’s age 60. 

On both plans, if death occurs 
before age 60, all standard annual 
life premiums will be refunded in 
addition to the face amount. Min- 
imum amount issued on both plans 
is $10,000. 


For Further Information Circle 248 on Card 


Life Policy in Booklet Form 

A new policy style, in conveni- 
ent booklet form, has been intro- 
duced by Mutual Benefit Life. A 
table of contents lists alphabeti- 
cally various items contained in 
the contract. Coverage has also 
been broadened, putting into con- 
tract form many practices long in 
use by the company. 


For Further Information Circle 249 on Card 


Rider Provides Family Plan 


Guarantee Mutual Life has 
adopted a Family Protector Term 
Insurance rider enabling a hus- 
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band to insure his family when 
he purchases insurance on his 
own life. This is applicable in all 
states except Kansas. 

Conversion to a permanent plan 
is available to the wife and chil- 
dren and this conversion of term 
coverage on one person does not 
alter coverage of other individ- 
uals in the contract. 


For Further Information Circle 250 on Card 


Level Death Benefit 


John Hancock has introduced a 
select ordinary 3-year modified life 
policy, providing a level death 
benefit for the whole of life. Pol- 
icy will be issued for a minimum 
amount of $5,000, and may be 
written on ages 15 to 70 on the 
lives of both men and women. 

During the first three years, the 
guaranteed standard premiums 
for regular insurance benefits will 
be 85 per cent of the correspond- 
ing guaranteed premiums payable 
thereafter. 


For Further Information Circle 251 on Card 


Mutual of Omaha's “Add 24” 


Mutual of Omaha’s subsidiary, 
Tele- Trip Company, has _intro- 
duced liberalized travel insurance 
coverage to Military Air Trans- 
port Service personnel. Known as 
“Add 24,” the new policy provides 
full coverage in the principal sum 
purchased, 24 hours a day at no 
increase in premium. 
protection covered only aircraft 
accidents. 


Previous 


Eligibility has been extended to 
include all personnel assigned to 
the transport phase of MATS op- 
erations. This covers ground sup- 
port and administrative workers, 
as well as air crews. 


For Further Information Cirele 252 on Card 


Lifetime A&H 


New policy announced in Pru- 
dential’s sickness and accident in- 
surance program is a hospital and 
surgical expense plan _ issued 
through age 75 and continuing for 


life, subject to the continued pay- 
ment of premiums. There is an 
optional deductible feature. Plan 
is guaranteed renewable for life 
with premium rates subject to 
change on a class basis only. 


For Further Information Circle 253 on Card 


Family Hospital-Surgical Plans 
American United Life has an- 
nounced two guaranteed renewable 
hospital - surgical 
family policies 
with a deductible 
clause. Both cover- 
ages pay for as 
many as 365 days 
for each accident 
and sickness. They 
are available with $5, $10, $15 or 
$20 daily room and board benefits. 
The $50 deductible policy pro- 
vides a maximum miscellaneous 
hospital expense of 15 times the 
daily room benefit and has a sur- 
gical schedule of $10 to $200. The 
$100 deductible provides a max- 
Continued on page 78 








designed for the fast-growing 
home owner market... 


UNITED LIFE’S 
HOME MORTGAGE 
CANCELLATION PLAN 


now available with 
Accident & Sickness Disability 


® Paid-up mortgages 
in event of death 

® Protection against 
loss of income throu 
accident or sickness 

® Conversion privilege 

® Fast selling; top commissions 


UNITED LIFE 


AND ACCIDENT INSURANCE CO. 
Concord, N. H. AN OLD NEW ENGLAND COMPANY 


For full details, write H. V. Staehle, Jr., C. L. U.,Field Management V. Pres., 
This policy available: Conn., Del., 

.J., N.C., *Ohio, *Pa., R. 1., *& C., 
General Agency opportunities availabie in these States. 


United Life, 8 White St., Concord, N. H. 
D.C., Me., Md., Mass., *Mich., °N. H., *N 
Vt., *Va. ” 
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YOURE NEVER LEFT 








Northern Assurance Agents never 
need worry about direct writing 
... we are an Agency Company 
first, last and always! Our Agents’ 
future and security is our most 
important consideration. 


The NORTHERN ASSURANCE 
has provided reliable insurance 
protection for over 120 years. 
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Contracts and Policies 
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imum miscellaneous hospital ex- 
pense of 25 times the daily room 
benefit and has a surgical sched- 
ule of $15 to $300. Either policy is 
available to persons aged 18 to 60 
years. 

Rather than a set fee for preg- 
nancy, hospital costs connected 


with maternity are covered by 
regular policy benefits. Obstetrics 
are not included in the surgical 
schedule. 

For Further Information Circle 254 on Card 


Group for Smaller Firms 


A new series of group plans for 
25 to 200 employees has been an- 
nounced by Benefit Association of 
Railway Employees. Basic plan is 
full care hospitalization with sur- 
gical benefits, with an optional $25 


Would you buy half a house? 
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Why sell protection that stops halfway? 


All of us have sold either some form of life insurance to cover a mortgage, 
or A & H income insurance to cover monthly mortgage payments for a 
limited period. Either plan represents only “half a house” of protection. 


NOW SECURITY-CONNECTICUT LIFE’S COMPLETE HOME SECURITY 


PLAN 


combines, in one unique policy, true Decreasing Term mortgage 


life insurance and long term Disability Income of $10 monthly per $1,000 


of initial insurance. 


For example, a $10,000 COMPLETE HOME SECURITY Plan would provide 
adequate insurance to cover any balance of an original $10,000 mortgage 
(of 6% or less) if the owner dies during the policy period*; and if the 
owner were totally and continuously disabled before age 60 for four 
months or longer, the policy would pay $100 monthly tax-free Disability 
Income right from the start of disability and until recovery—even to the 


end of the policy period. 


You'll be surprised when you see the modest premium for this “full house” 
of protection, and pleased with the commission rate, too. Why not write 


us, today? 


SECURIT Y-CONNECTICUT 


LIFE 


+ OuR PRODUCT . 


Com panie® 


G. ALBERT LAWTON, C.L.U. 
Executive Vice-President 


INSURANCE COMPANY 
NEW HAVEN, CONNECTICUT 


ROBERT E. AKER 
Superintendent of Agencies 
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deductible, life insurance, acci- 
dent and _ sickness, in - hospital 
medical care, specified dread dis- 
ease, and other optional benefits. 

The full care hospitalization 
pays full cost of semi-private 
room or ward, and miscellaneous 
charges with a choice of 31, 70, 
or 120 days’ duration. Coverage 
for dependents includes unmar- 
ried student dependents up to age 
23. 
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Prepaid A&H for Retired Workers 


Continental Assurance has an- 
nounced its participation in a 
pioneer plan for prepaid medical 
care for retired employees of the 
Bell & Gossett Company. Coverage 
is in the form of single premium 
contracts effective on the retire- 
ment dates of employees. This in- 
sures employees and their wives 
for as long as they live. 

Hospital benefit is 31 days at 
$14 a day for room and board plus 
$210-maximum miscellaneous 
charges. Single premium rates 
and coverage as initially set by 
Continental Assurance have been 
guaranteed for three years from 
date of the master contract. A 
single premium contract issued 
during that period cannot be al- 
tered or cancelled during the life- 


time of the retired employee. 
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Everything—Fire, Auto, A&H 

Continental Casualty’s new 
Family Protection Policy, or 
“FPP,” insures 
dwelling build- 
ings, personal 
property, automo- 
bile physical dam- 
age, personal and 
auto liability, and 
accident and 
health, all in one package. 

The personal property coverage 
offers optional all-risk or broad 
form named peril on both sched- 
uled and unscheduled property. 
It furnishes 100 per cent coverage 
at secondary residences. Policy is 
written for a five-year term. 
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“Package” Homeowner Coverage 


Allstate now offers homeowner 
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coverage in two forms, combining 
dwelling and household contents 
fire insurance, general liability in- 
surance and personal theft cover- 
age in one package. Sale is to be- 


. 
gin as soon as approvals have Mutual Trust Lif@ setcves char the bes 


been received from the various 
state insurance departments. interests of its fieldmen and policyholders 


For Further Information Circle 258 on Card . . + aes 
are served through its policy of specializing 
in personal life insurance. 


Auto Policy Revised 


State Farm has announced re- 
vision of its auto policy. Major 
medical payments are included 
for the first time. Policy has also 
been redesigned in booklet form 
with a two-color jacket. Basic 
coverages of the former policy 
have been broadened, and these 
changes automatically apply to LIFE INSURANCE CO. 
eligible policies now in force. 135 S. La Salle St., Chicago, Ill. 

New policy extends comprehen- 
sive coverage to borrowed cars, 
pickups and panel trucks. These 
coverages protect all relatives in 
the insured’s household when 
driving the insured car, with or 
without the insured’s permission, 


as well as when driving borrowed | ; : 2, 
cars. Also introduced is a waiver (ME Wi, LL Whe LULL opulence 


For over 50 years 


“Nothing Better in Life Insurance” 











of the deductible amount under 
the collision coverage when two 
State Farm insured cars collide. 

Major medical provision pays all 
of the first $1,000 and 80 per cent 
of additional expenses up to total South and : 
payments of $5,000 for each per- Serving 
son injured, subject to a $1,000 | Insurance Since 
limit per person on funeral ex- 1908 
penses. There is no limit on the HOME OFFICE DALLAS, TEXAS 

Continued on page 80 


All Insurance Companies are the same © All Insurance Companies are the same — All Insurance Companies are the same 
But P.N. is different 4 But P.N. is progressive @» *% But P.N. is profitable for 
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MANUFACTURERS CASUALTY INSURANCE COMPANY 


San Francisco, Calif. 
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Contracts and Policies 


Continued from page 79 


number of persons so covered in 
a single auto accident. 
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Contracts and Policies Notes 


American Life of New York is- 
sued its first policies April first. 
Company is a subsidiary of Amer- 
ican Surety. Officers include vice 
Presidents R. E. Brown, C. H. Hall, 
A. H. Hunt, Jr., and A. H. Russell, 
all of whom are officers of Amer- 
ican Surety. 

Connecticut General Life has 
revised its major medical and in- 
dividual and family hospital ex- 
pense policies. Major medical cov- 
erage will not be terminated by 
refusal to renew or cancellation 
solely on the basis of changes in 
physical condition of any insured. 
Requirement of confinement in a 
hospital to start a claim has been 
eliminated. 

Equitable Life Assurance has 
announced reduction in premium 
rates for new adjustable whole 


life policies written on women. 

Great-West Life has announced 
a new higher dividend scale for 
participating policyholders, effec- 
tive June 1. 

Great Southern has adopted a 
Check Master Plan for automatic 
monthly payment of life premiums 
in excess of five dollars. Only one 
policy premium will be accepted 
on any one check. 

Lincoln National Life has in- 
creased to 3 per cent discount for 
premiums paid in advance. 

Manhattan Life has liberalized 
its Family Term rider, accepting 
insurance on the wife up to $50,- 
000, or one half the husband’s cov- 
erage, whichever is less. Rider 
can be attached to most of the 
company’s contracts, either past 
or current issue. 

Sunset Life has introduced its 
Automatic Bank Check Plan, for 
monthly payment of premiums to- 
talling over ten dollars. As many 
as five policies may be paid with 
one check. 

United States Life has increased 
to 3 per cent discount on premiums 
paid in advance. A substandard 
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rural areas 


and uniform 


..- Whose size is sufficiently large to 
assure confidence and prestige 


..+ Whose management, nevertheless, 
has never lost the common touch 
with agent and policyholder 


. . - whose reputation as a friendly com- 
pany has been consistently upheld 


Fidelity is a well-balanced company 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 


lI 


well-balanced 


alanced company is, we believe, a company 


... Whose financial position is strong 


. .» whose geographical market embraces 
a balance of metropolitan, town and 


... Whose policy contracts include all 
fundamental coverages... 


... Whose contributions to its industry 
have been recognized as outstanding 


... Whose growth has been steady 


limit of 600 per cent maximum 
mortality risk has been estab- 
lished. 

Massachusetts Mutual Life will 
issue its Executive Protection pol- 
icies to women at age rates three 
years younger than their attained 
age in states where this practice 
is approved. 

National Life of Vermont has 
announced reduced rates for sin- 
gle premium annuities. Company 
has also increased the amounts 
available on a non-medical basis, 
and has also increased limits on 
disability income monthly benefits. 

Colonial Life has _ liberalized 
non-medical limits. Limit for ages 
10 to 35 is now $10,000. Limits 
apply for the period since the last 
medical examination but excludes 
issues more than five years prior 
to the current date. 

Equitable Life of Iowa has an- 
nounced substantial increases in 
maximum limits for annual pre- 
mium plans for standard risks. 
Former $300,000 maximum on life 
policies in the age bracket of 25 
to 50 has been increased to $400,- 
000. 
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Executives Bookshelf 


Study of Group Life Contracts Revised 


In the past ten years group life insurance has grown 
at four times the rate of ordinary life and ten times that 
of industrial life insurance. The most recent develop- 
ments in this dynamic field are presented in “Group Life 
Insurance,” a complete revision of the earlier study by 
Dr. Davis W. Gregg. The author treats the nature and 
development of group life contracts, their basic features, 
the master contract and certificate, types of plans, mar- 
keting, reinsurance, and other phases of the coverage. 

Revision has been authorized by the administrative 
board of the S. S. Huebner Foundation for Insurance Edu- 
cation. Approximately 60 per cent of the book’s material 
is new. Dr. Gregg is president of the American College 
of Life Underwriters. 

For Further Information Circle 274 on Card 


Summary of Prolonged Illness 


“Prolonged Illness Absenteeism” is a study by the Re- 
search Council for Economic Security. The work repre- 
sents five years of study, covering prolonged absences due 
to non-occupational disabilities among employed persons 
in private non-agricultural industries in the United 
States. 

In developing this study, the Council tapped an unex- 
plored field. As a result, it developed its own fact-finding 
techniques and supervised the establishment of a report- 
ing procedure in all the firms with which it worked. 

Report covers 145 firms with 193,856 employees. Final 
data include only those firms which kept records for a 
year or more. Figures disclose that more than 2 million 
workers are estimated to be victims of prolonged illness 


annually. 
For Further Information Circle 275 on Card 


Sales Book by Million Dollar Man 


In “The Prospect Says ‘Yes’” A. Jack Nussbaum tells 
ambitious life underwriters the methods he uses to close 
sales under varied circumstances and conditions. How 


Continued on next page 
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Bookshelf (Continued) 


to develop a personal style, how to deal with variable 
dollars, and how to present life insurance as an invest- 
ment are among the many practical explanations given by 
the author, who is president of the National Association 
of Life Underwriters, and a million dollar producer. 

The book contains 80 pages. Mr. Nussbaum employs the 
eyewitness technique as he takes the reader along with 
him on his interviews to demonstrate presentations “that 
have been successful and can be applied to people every- 
where.” 
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Ways to Achieve Financial Independence 


Ira U. Cobleigh, financial writer and investment ad- 
viser, has written a new book entitled “How to Gain Secu- 
rity and Financial Independence.” The book answers such 


et ie questions as, “How much of my earnings should I save?” 
— and “What kind of insurance should I carry?” 
The language is simple, the suggestions down-to-earth 


and practical. Information is general and covers an ex- 
tremely wide scope, from suggestions on such conserva- 
tive elements as savings banks, to speculative stock 
warrants and wild-cat royalties. If you’re rich, this book 
will probably interest you. If you’d like to be rich, Mr. 
Cobleigh’s volume can probably help you in your plan- 
ning. 
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Pensions and Profit-Sharing 


Both practical and authoritative, “Pension and Profit- 
Sharing Plans and Clauses” has been expressly designed 
for those concerned with setting up, amending or ana- 
lyzing a pension or profit-sharing program. The book 
brings together in one convenient source the pertinent 
ideas, methods and “know-how” used previously by both 
large and small firms in many different lines of business 
and industry. 

Here are the exact texts of 20 employee benefit plans, 
along with over 300 use-tested clauses for adaptation or 
suggestion in meeting specific situations. Published by 
Commerce Clearing House, Inc., the work was compiled 
by their editorial staff. 
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PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


Hub Cap Marking Thwarts Theft 


A campaign to engrave identi- 
fication numbers on hub caps as a 
means of preventing their theft is 
gaining momentum in many parts 
of the country. 

With a small electric tool, called 
a Vibro-Graver, the owner’s license 


j= 
x j 


plate number or other identifying 
mark is permanently engraved on 
each hub cap, in the valve stem 
area. The fact that the hub caps 
bear a permanent identifying 
mark of any kind is said to dis- 
courage thieves, since receivers 
of stolen goods are aware of the 
hazards involved. 

The electric Vibro-Graver can be 
handled by anyone as easily as a 
pencil. Process is quick; an entire 
set of hub caps can be marked in a 
few minutes. In some cities, police 
departments actively support the 
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program by distributing posters to 
gas stations, schools, and other 
community centers. 
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Answers to CLU Exams 


Booklet containing composite 
answers to questions contained in 
the 1956 Chartered Life Under- 
writer examinations are available 
at $1.00 a copy from the American 
College of Life Underwriters. 
Answers to all questions are given 
although candidates were not ex- 
pected to answer them all. Hence 
the set is substantially longer than 
that of the typical candidate 
receiving a high grade. 
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Interlocking Office Forms 


To meet the requirements of 
high-speed printers, tabulating 
equipment, and other office ma- 
chines, the Standard Register 
Company is now marketing its 
“Stanlock” continuous marginally- 
punched forms. New forms may 
be used for all normal-speed feed- 
ing, but they are especially suited 
to highspeed data delivery proc- 
esses. 

Regardless of operating speed, 
the forms create their own inter- 
locking action as they pass over 
the pin-feeding mechanism. On 
leaving the machine, they will re- 
form into a flat pack, immediately 


INSURANCE 


USE REPLY CARD ON PAGE 81 


For additional free information on one 
or more of these items, detach the reply 
card. Circle on it the number or num- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested. Fill in the blanks with your name 
and address and drop the card in the 
mail. 

This reply card is not an order blank. 
It merely tells the supplier that you are 
interested in receiving without obligation 
more information about his product er 
publication. 











ready for reoperation over similar 
equipment, carbon separators, or 
forms bursters. Need for staples 
or other mechanical locking de- 
vices is eliminated. 

“Stanlock” forms are available 
in a variety of stock sizes or can 
be ordered in special sizes where 
desired. 
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Weather Research Bulletin 

Stewart, Smith and Company 
will issue Weather Research Bul- 
letin, a quarterly study of the 
weather in the United States. It 
is prepared under the guidance of 
a leading meteorologist. The bul- 
letin is being issued without 
charge as a public service to 
insurance executives. 
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Fire-Fighting School 
Ansul Chemical Company will 
offer advanced training in fire- 
fighting techniques for the 11th 
consecutive year. A series of 12 
three-day courses will open May 
20 at Ansul’s 10-acre proving 
ground in Marinette, Wisc. Classes 
Continued on page 84 





FOR A BRIGHTER 
TOMORROW ... 


yuw with 
SHENANDOAH 


For the well qualified underwriter 
opportunity is REAL in our rapidly 
expanding Agency operation. We 
offer a definite plan for advance- 
ment in a fast growing, progressive 


company, plus... 


A new and modern con- 
tract; a liberal financing 
plan; a bonus on paid 
business for NQA win- 
ners and for those re- 
ceiving CLU designations. 
For details, 


Write G. Frank Clement, Vice President 
in Charge of Agencies 
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will extend through the summer, 
with final session scheduled to 
begin September 30. 

Courses are open to industrial 
plant safety personnel, fire mar- 
shals, municipal and military fire 
fighters and _ other personnel. 
Special fire-fighting problems may 
be presented by students. 
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How to Get ‘More for Your Money’ 

Without permanently relinquish- 
ing the control or use of income- 
producing assets, an affluent tax- 
payer can provide temporary funds 
for children or grandchildren, sup- 
port dependent relatives, or create 
an independent estate at less cost 
by means of a short term trust. 
This and other information on this 
type of trust is summarized in 
“More for Your Money,” a 16-page 
pamphlet by Harold O. Love, De- 
troit attorney. 

Booklet was published by 
Charles D. Spencer and Associates. 
Copies are available at three for a 
dollar. 
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CPCU Questions and Answers 


The American Institute for 
Property and Liability Under- 
writers has made available in 
booklet form the 1956 examination 
questions and composite answers. 

Candidates for the Chartered 
Property Casualty Underwriter 
designation will find the material 
helpful as an indication of the type 
of question generally used and 
subject matter covered. However, 
students are warned not to rely 
upon this set of questions and 
answers in direct preparation for 
future tests. 
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Datics Offers Electronic Service 


The Datics Corporation has been 
organized recently in Texas to 
offer its services in electronic com- 
puting and data processing on a 
contract basis. The company also 
engages in consultant service to 


determine equipment requirements 
for firms considering installation 
of their own computing system, 
and personnel training or com- 
puter programming for systems 
already installed. 

Datics Corporation has available 
a booklet and other literature de- 
scribing in detail its purposes and 
services. 
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Highway Safety Booklet 
“Heedless Horsepower” has been 
labeled by The Travelers Insurance 
Companies as the fundamental 
cause of our ever-mounting toll of 
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disaster on U. S. Highways in its 
23rd annual auto safety booklet. 

This year’s edition, using that 
phrase as the title, is a statistical 
report on 1956 highway accidents 
in the United States, as compiled 
each year by The Travelers Public 
Information and Advertising De- 
partment. 

Reviewing last year’s toll, the 
report shows that excessive speed 
again topped the list of driver 
actions resulting in death. A total 
of 18,830 died and 798,920 were 
injured in crashes blamed on 
speed. 
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Mylar Film Protector for Papers 


Particularly serviceable in the 
insurance profession is the plastic 
sheet protector made by the Joshua 
Meier Company. Called MY-11, the 
sheet is made of Mylar, Du Pont’s 
new polyester film and currently 
comes in 81% x 11 sheets to fit a 
standard three-ring or multiple- 
ring binder. 

The new protector is reported 
able to withstand a pull of 60 
pounds without tearing at the 
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holes, and yet is so thin that 55 
sheets will fit a one-inch binder. 
Agents, especially, will welcome 
the Mylar protector for charts and 
sales presentations since it pro- 
vides greater capacity with less 
bulk. 
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Custom-Styled Sales Briefcase 


One large insurance company has 
adopted a custom-designed zipper 
briefcase, called the Heinn Sales- 
Pac, for its agents. The case con- 
tains a removable collection-book 
binder and special pockets for 


printed folders, rate books, cards 
and policies. 

The collection-book binder was 
also custom-styled. Agents can 
carry sales and collection material 
in a single compact case, prevent- 
ing papers from becoming scatter- 
ed and dog-eared. 

For Further Information Circle 57 on Card 


Vacation Travel Described 


Half the American populace va- 
cations at least once a year and 
spends about $12 billion doing so, 
the American Automobile Asso- 
ciation has reported in the sixth 
edition of its study, “Americans 
on the Highway.” 

The AAA said that private auto- 
mobile trips in the United States 
account for 85 per cent of all 
travel within the country each 
year, and a $10.4 billion expendi- 
ture. Americans spent $1.6 billion 
for foreign travel in 1955, a new 
high. 
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Elevator File 


Diebold, Inc., has announced a 
new model, the “Super 63,” in its 
line of electrically powered eleva- 
tor files. The Super 63 has a ca- 
pacity of 200,000 3 in. x 5 in. 


cards, requiring less than 23 square 
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feet of floor space. It can be 
adapted to other size records so 
that no transcription of present 
system is needed. 

To find the desired record, the 
operator pushes a button which 
automatically holds contact until 
the tray reaches correct working 
position. Diebold’s “Priority Pilot” 
brings records by the shortest route, 
so that there is no waiting for the 
machine to go through a complete 
cycle. All mechanical operations 
are guarded by multiple safety de- 
vices. 


For Further Information Circle 59 on Card 


Whistle Pencil Gets Attention 
For use as a convention and 
trade show giveaway, the whistle 
pencil is described as a “traffic- 
stopper.”” Item is a regular lead 
pencil with a small plastic whistle 
mounted on the end instead of the 
usual eraser. Each pencil will be 
printed by the manufacturer with 
a five-line advertising message. 
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AMA Expands Summer Courses 

A 25 per cent expansion in the 
American Management Associa- 
tion’s summer program of educa- 
tional activities at Colgate Uni- 
versity, Hamilton, N. Y., is planned 
for July and August. 

Seminars include a marketing 
course, management course for 
presidents, cost reduction, and 
packaging clinics. 

First of the 75 meetings will be- 
gin July 8, and the last meetings 
conclude on August 30. For the 
first time, AMA’s affiliate, the In- 
ternational Management Associa- 
tion, will hold meetings on the 
campus. Executives of American 
companies with overseas branches 
as well as management personnel 
from foreign-owned companies can 
participate in the activities. 
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Birthday Kit for Agents 


Doud Life Insurance Service is 
offering a kit of 100 cards tabbed 
monthly, alphabetical and numeri- 
cal indexes and a steel kit case. 
Kit enables agents and other sales- 
men to set up a file of prospects’ 

Continued on page 86 


ae: 
A new, more 
comfortable chair 
for cashiers and 
draftsmen 





At last, solid comfort and posture 
support in a “high” chair! Big, soft, 
foam rubber cushioned seat. Foam 
rubber cushioned backrest curved 
to snuggle into the small of the back 
and give firm support. Footring lo- 
cated for comfort and weld- 
ed to frame for stability and 
safety. This chair is avail- 
able in three adjustable 
seat heights ranging from 
20”-24", 24"-28", 28”-32". 
Ask your Sturgis dealer to 
show you the No. 837 High 
Master. The Sturgis Posture 
Chair Company, Sturgis, 
Michigan. Address inquiries 
to The Sturgis Posture 
Chair Company, General 
Sales Offices, 154 East Erie 
Street, Chicago 11, Illinois 














RETIRE IN MEXICO 
ON $150 A MONTH 


or less in a resort area, 365 days of sun a 
year, dry temp. 65-80°. Or maintain lux 
villa, servants, ALL expenses $200-$250 a 
mo. Am.-Eng. colony on Lake Chapala 
30 min. to city of % million, medical cen- 
ter. Schools, arts, sports. Few hours by 
air. Train, bus, paved roads all the way 
Full-time servants, maids, cooks, $6 to $15 
a mo., filet mignon 50¢ Ib., coffee 45¢, gas 
17¢ gal. Gin, rum, brandy 65¢-85¢ fth., 
whiskey, $2.50 qt. Houses $10 mo. up. No 
foz, smog. confusion, jitters. Just serene 
living among considerate people. For EX- 
ACTLY how Americans are living in 
world’s most perfect climate on $50-$150- 
$250 a mo., mail $2.00 for complete current 
information, photos, prices, roads, hotels, 
hunting, fishing, vacationing and retire- 
ment conditions from Am. viewpoint (Pers. 
Chk. OK) to THAYER OF MEXICO, File 
51, Ajijic, Jal., Mexico. (Allow 2 weeks for 
delivery. Money Back Guarantee.) 
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birthdays and other pertinent data. 
It is accompanied by a folder en- 
titled “‘How to Do Prospecting and 
Like It,’”’ which explains how to 
set up and operate the system. 


For Further Information Circle 62 on Card 


Talk-A-Phone Intercom System 
Talk-A-Phone Company has an- 
nounced a_ six-station selective 


wireless intercom system designed 
to operate on any one of six 
channels without interference with 


other communication within the 
system. 

Selective wireless staff stations 
and selective paging with reply 
are featured in the new model. 
Wireless staffs are designed to 
operate in combination with the 
Talk-A-Phone selective wireless 
masters, and can be used separate- 
ly as well as in groups of two or 
more stations to provide individual 
wireless systems. Talk-A-Phone 
will not interfere with another 
similar system operating on an- 
other channel. This permits indi- 
vidual systems to be used in the 
same area on the same transformer 
without interference. 


For Further Information Circle 63 on Card 


Supplement on Workmen's Comp 

Increased disability and sur- 
vivorship benefits were outstand- 
ing in amendments to workmen’s 
compensation laws enacted last 
year, according to the U. S. Cham- 
ber of Commerce. This data is 
contained in a new “Supplement to 
Analysis of Workmen’s Compensa- 
tion Laws” covering the calendar 


year 1956, and prepared by the 
Chamber’s Insurance Department. 

The new supplement is available 
to purchasers of the 1956 “Analy- 
sis of Workmen’s Compensation 
Laws” without charge. The ‘‘Anal- 
ysis” is $1.00 per copy, with reduc- 
tions for large orders. 


For Further Information Circle 64 on Card 


Booklet Answers A&S Queries 

State Mutual Life has prepared 
a special booklet describing its 
sickness and accident coverage. 
Booklet is called “Who Pays the 
Bills in Your House.” Amusingly 
illustrated with expressive-faced 
babies, the text is written in ques- 
tion and answer form. Free copies 
are available. 


For Further Information Circle 65 on Card 


Portable Posting Machine 

The Post-Master 92 has been 
introduced by Underwood Corpora- 
tion. All electric, the machine was 
designed to post simple records 
such as accounts receivable or ac- 
counts payable. It has a 10-key 
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keyboard and two adding regis- 
ters, each with direct subtraction 
and credit balance feature. A col- 
umn control slide permits chang- 
ing from debit posting to credit 
posting. 


For Further Information Circle 66 on Card 


Canadian Motor Guide 


The Canadian Motorists’ Hand- 
book for 1957-58 is issued as a 
guide to safer and more economi- 
cal driving. Published by Lillian 
D. Millar in Canada, the many 
helpful suggestions for safer driv- 
ing and simple tests for vision and 
hearing will interest safety-minded 
drivers everywhere. 

For Americans planning a motor 
trip to Canada this summer, in- 
formation covering motor laws in 
the various provinces, and insur- 
ance laws prevailing should prove 
especially helpful. Copies of the 
booklet are available for 35 cents. 


Fer Further Information Circle 67 on Card 


No Smudge, No Stain 
For Duplicating 


Smudge-free protection for direct 
process masters, either liquid or 
fluid, is provided in the four-part 
masterset made by Ditto. Master- 
set provides an attached protection 
sheet which prevents contact with 
either the direct process carbon 
sheet or the finished master. This 
protection permits the duplicating 
master to be handled and filed with- 
out staining hands, clothes, or other 
papers. 

Included in the complete master- 
set is a master sheet, tissue sep- 
arator, direct process carbon sheet, 
and protection sheet. The protec- 
tion sheet acts as a backing to pro- 
vide sharp transfer of the image to 
the master sheet. When master is 
completed, the carbon is discarded. 


For Further Information Circle 68 on Card 


More State Life Studies 


Reports on the growth of life in- 
surance in Oklahoma and Wiscon- 
sin from 1940 to 1956 have been 
issued by the Institute of Life In- 
surance, as a continuing service in 
its state-by-state studies. Reports 
have been issued previously on 
California, Colorado, Florida, IIli- 


Continued on page 88 
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PRO RATA 
TREATY REINSURANCE 


Contributes to 
Small Individual Losses 
as Well as the Large Ones 


Fire and Allied Classes 


33 Lewis St. Hartford 3, Conn. 


J. B. Carvalho, President 











ALL AMERICAN 
, aN Orsually C 


EVERYBODY’S TALKING about the 
PHENOMENAL GROWTH of ALL AMERICAN. 


Matchless policies . . . Matchless agency contracts 
and Aggressive Management have made it possible! 


OPPORTUNITIES for MANAGERS in 17 states 


Investigate Today! 


For Complete information, Write: &. ©. BALLARD, President 
General Offices: ALL. AMERICAN BUILDING 
: PARK RIDGE. ILLINOIS 





Products and Services 


Continued from page 87 


nois, Iowa, New York and South 
Carolina. 

In five pages of text and tables 
are given the facts of each area’s 
volume of life in force in various 
categories for the years covered, 
purchases of ordinary life, acci- 
dent and health benefits, life pre- 


miums paid, and other statistics. 
These are compared with personal 
income. Publication of mortgage 
holdings reveal the investment 
aspect of life insurance. 

For Further Information Circle 69 on Card 


Plastic Binding for Loose Leaf 


General Binding Corporation is 
offering an economical plastic 
loose-leaf binder that permits 
quick insertion and removal of 
pages with plastic bindings. 


=P A ketek—laa 


Commercial Union 
Assurance Co. Ltd. 


The Ocean Accident & 
Guarantee Corp. Ltd. 


American Central 
Insurance Company 


The British General 
Insurance Co. Ltd. 

The California 
Insurance Company 

Columbia Casualty 
Company 

The Commercial Union 
Fire Insurance Co. 

The Palatine Insurance 
Company Ltd. 


Union Assurance 
Society Limited 





COMMERCIAL UNION — OCEAN GROUP 


q------------------------------------------- 





CDP 


These letters are not just another alphabetical des- 
ignation for some public project. They stand for 
the Comprehensive Dwelling Policy. This is a mod- 
ern, convenient, low cost policy that is increasing in 
popuiarity as the ‘insureds’ selection’ policy. It’s 
a single policy that the insured can tailor as one 
package containing all the kinds of insurance he 
requires, in amounts he deems adequate to protect 
his home. He buys what he wants and pays only for 
what he selects. 


In this one policy the insured can protect his 
Dwelling and Contents against fire and lightning 
and sixteen additional perils; his house furnishings 
and personal property, against theft; and his per- 
sonal liability, against accident claims for which he 
may be held legally responsible. The cost of this 
‘tonsolidated home protection usually is consider- 
ably less than for comparable protection bought 
under separate policies. 

Maximum convenience too! Only one policy— 
one total premium to pay—and one expiration date 
to remember. Also, in case of a loss, one agent of 
one organization handles all the insured’s interests 
whether the loss be Fire, Theft or Liability. Credit 
for existing insurance is generally allowable, so an 
insured can convert to the C D P at any time. 

It will pay you—to Sell Modern. Sell the C D P, 
one of the consolidated package policies written by 
the companies of the Commercial Union—Ocean 
Group. Ask us for particulars. 





Chief feature of the binding is 
a plastic back that slides off a 
specially molded track, instantly 


opening the rings of the binder. 
Only one piece of equipment, the 
GBC punch, is required to prepare 
material to be bound with the 
correct punch pattern. The binding 
element is then inserted through 
the punched holes and the plastic 
slide back slips into place and 
locks the binding. 


For Further Information Circle 70 on Card 


Whirl Board Arch File 


Punched holes in papers stay 
neat and papers move readily in 
the new Whirl Board File 
equipped with two revolving rings 
moving along with papers. 

Marketed by Lansdale Products, 
the file board is a patented device 
which flips open at the desired 
spot. A convenient alphabetical 
index helps to find location, a 
Pearl pressboard cover’ keeps 
contents clean and has space for 
descriptive legends and dates. 
The board comes fully assembled 
on a strong masonite backboard 
in sizes to accommodate note, let- 
ter and legal papers. 

For Further Information Circle 71 on Card 


Booklet on Heart Functions 


Issued by Metropolitan Life 
with the cooperation of the 
American Heart Association, an 
interesting little booklet entitled 
“Your Heart,” gives a lucid de- 
scription of the function of the 
heart along with tips on general 
health care. 

The booklet also covers types of 
heart disease, warning signals, 
and a few helpful suggestions on 
living with heart trouble. Free 
copies are available. 


For Further Information Circle 72 on Card 
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new england... 


Two Stories: Two Morals 


Insurance, a business of “pa- 
per,” is sometimes thought of as a 
“dull” business. Appended are two 
transactions which are fascinat- 
ing the home office people of a 
Connecticut company. The first 
(marked “Exhibit I’’) details cor- 
respondence between a local agent 
and his home office underwriter in 
an effort to establish the correct 
rating for an automobile risk; the 
second (marked “Exhibit II’) is 
an automobile insured’s report of 
accident to his home office claims 
department. 


“Exhibit I’ 

(From company to agent) Now 
that we have a complete applica- 
tion, we see that this is a Class II 
risk, due to the fact that there is 
a 19 year old driver of the in- 
sured’s car. The proper six months 
premium for this risk is $13 for 
B.I. and $7 for P.D., making a total 
deficiency of $8.00. Immediately 
upon receipt of this deficiency we 
shall continue to process this ap- 
plication. Many thanks for your 
cooperation. 

(From agent to company) This 
is not a class II risk, the 19 year 
old is a girl, and in Illinois, Class 
II rates are not charged for fe- 
male drivers under 25, and also 
this girl is not living at home, but 
is away at college and is going to 
be married very shortly. 


May 1957 


(From company) In _ Illinois, 
Class II rates do apply if there is 
a female operator under 25. See 
page 20D in the Illinois exception 
sheets of the Casualty Manual. 
Please send the additional pre- 
mium as soon as possible. If you 
submit an endorsement when the 
girl moves, we will return the nec- 
essary premium. 

(From agent) Please write this 
policy at Class I rates—the girl is 
now living at Illinois; and 
you can issue endorsement exclud- 
ing her as driver, if necessary. 
She no longer lives at home. Her 
address is 

(From company) If you will 
complete the attached endorse- 
ment, naming the girl to be ex- 
cluded and have it signed by the 
named insured, we will write the 
policy as submitted. If Mr. - 
will not accept it, we must have 
the proper premium. The rule in 
Illinois states that we must re- 
ceive the Class II premium if there 
is an operator under 25, even if 
she is away at college. 

Solution: Check for $8.00 came 
from agent to home office. There 
was no comment, the original let- 
ter from company was attached. 
Estimating the cost of each inter- 
change of correspondence at $2.42 
times six such interchanges, a 
total of $14.52 has been invested 
in this one insurance transaction. 


“Exhibit IT” 

(Insured’s report of accident) 

I was in Denver till December 
15, 56, and no one contacted me 
from your office though I was ad- 
vised they would. This incident 
was partly responsible for break- 
ing up my home and resulting in 
my decision to leave Denver. I will 
attempt to answer your questions, 
but you can obtain the best ac- 
count from a David ——, last 
known by me to be at Jim —— 
Auto Sales, who was an eye wit- 
ness to the whole thing and was 
in court to testify. There was 
nothing to be gained, actually, 
by such testimony inasmuch as 
enough heartbreak had already 
been caused. I arrived in Kentucky 
with $8 in cash as my only assets 
so I can’t afford at present to even 
get out of sight, let alone town, 
to help your company. 


Bottled Accident Juice 


The circumstances that brought 
the accident are sold in a bottle, 
90 proof, at the Restaurant 
where said accident began taking 
place. A Mister “A” being of the 
type that when drinking is sud- 
denly endowed with muscleitis 
(others are great lovers) and after 
an altercation with a Mister “B,” 
and the subsequent interference 
by a Mister “C,” the owner of said 
restaurant, and (discretion being 
the better part of valor) I decided 
to fight backwards, and leave, 
since the only one on my side was 
Dave (and he only weighs 
130 pounds). When I arrived at 
my car and got it started, the door 
of the restaurant boiled open, and 
the aforementioned gentleman, as 
well as a host of others, poured 
out. Feeling like Custer at his last 
stand, I decided to leave and as I 
pulled away from the curb, Mr. 
“A” opened the door. You ask if 
Mr. “A” was distracting me to the 
point that I was unable to drive. 

Thank goodness, I have a sense 
of humor about this, sir; have you 
ever attempted driving a car with 
someone swinging at you. Believe 
me, I was busy, trying to duck, 
stop the car, and make certain 
that I did not hit anything. Un- 

Continued on page 90 
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aspirins ‘are sold ONLY 
to people with headaches 


Strangely enough a customer buys everything he needs on his 
own. Except life insurance. That has to be sold to him. The 
problem resolves itself into showing him that he has a head- 
ache. Only then will he buy our aspirin. 


American United’s sales tools are simple, appealing and per- 
suasively different, because each has been designed with an 
uninformed customer in mind. And it IS a trick to be simple, 
when explaining the complexities of life insurance. 


The Shielder is a beautiful, simple presentation for the begin- 
ner. The simplified programing material is effective and easy 
to understand. The Small Group Kit (10 to 25 lives) practi- 
cally tells its own story. The full A & S Kit points up the story 
of “living death’”’ and the need for income protection. Each 
and every one is designed to prove that a headache exists. 
Each sells aspirin. 


If you doubt our word, you need but ask . . . we’ll be glad to 
prove our point. 


Ameérican United Life 


INSURANCE COMPANY 
HOME OFFICE: INDIANAPOLIS, INDIANA 


New England 


Continued from page 89 


fortunately, the car was involved 
in the accident you mention and I 
was fined for running a red light. 
Said fine is still due and payable. 
As I understand it, the fine was 
supposed to have been paid by the 
owner of the restaurant. Evi- 
dently it has not been taken 
care of. 

As for how far I had driven be- 
fore the accident occurred, I don’t 
know. In respect to the claimant 
maintaining that I should have 
had my car under control, the 
greatest expenditure of energy in 
my life (in fact, greater than try- 
ing to land a B26 bomber on fire 
with one engine) was expended by 
me in trying to stop the car on 
this fateful night. 

My wife’s picture is in the win- 
dow of the photo shop at - and 
——, Denver. Please stop there 
and see what I lost on this night. 
I wish that I had broken my neck 
instead of my heart. 

I also owe the city of Denver 
$31.50 fine and costs. I cannot pay 
this money so I cannot return to 
Denver. 

I did not drive blindly down the 
street. I was pulled off balance by 
the efforts of the antagonist who 
was hanging on to the side of my 
car. Before you criticize me, there 
were extenuating circumstances 
over which I had absolutely no 
control. I did not bottle the booze 
that the guy who was swinging at 


ALL ORDINARY LIFE FORMS ~* FLEXIBLE OPTIONS ¢ LOW NET COST SPECIALS 
UNIQUE JUVENILE = GROUP INSURANCE ¢ GROUP RETIREMENT ¢ PENSION TRUSTS 
GUARANTEED RENEWABLE MAJOR MEDICAL * NON-CANCELABLE DISABILITY 
GUARANTEED RENEWABLE HOSPITAL AND SURGICAL 
SPECIALI§TS IN SUBSTANDARD UNDERWRITING AND REINSURANCE 


me had been drinking. I am get- 
ting old enough these days to try 
to talk my way out of fights, as I 
am not in good condition, but I 
will not run away except when 
outnumbered. 

I will pay the Denver fine and I, 
of course, hope to win my wife’s 
respect. But as the fellow says 
(with a note at the bank, girl 
friend, and a wife—all 90 days 
overdue) what more trouble can I 





There's a huge market among lending institutions 


fr Home Mortgage 
Protector Plan anny ie eer ee 


Low premiums are included in monthly Mortgage Payments. fair city, I lost the woman I love. 
sede h A : > 
Guarantees payment of monthly obligation when mortgagor (I am indeed sorry for such a 
is disabled by accident or sickness and unable to earn. : . Z 
Write W. Dawson, Asst. V.P., Reading, Pa. miserable report as well as being 
a party to your company’s loss of 


AMERIGAN GASUALTY reserves, and I will say that I am 


COAST-TO-COAST BRANCH OFFICE SERVICE sorry.) Signed, Good Luck. 
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Helpful Hints 


Continued from page 51 


SECRETARIAL SHORTAGE? 


Is your firm faced with an acute 
secretarial shortage? With mag- 
netic tape you can still benefit 
from the skill and ability of youn 
firm’s former top secretaries who 
became homemakers and now have 
a family. Routine correspondence 
dictated on magnetic tape can be 
transcribed by homemaker-secre- 
taries in their homes and finished 
letters can be on executives’ desks 
the following day. In many cases 
this involves less delay than wait- 
ing for stenographic pools or sec- 
cretaries swamped with work. 


PRESERVE YOUR SALES 
MEETINGS 

Any sales conference represents 
a substantial investment in time 
and money. When the experts stop 
talking and the conference ends, 
obtain “extra mileage” from your 





expenditure with magnetic tape. 
If it is a good sales meeting the 
pep talks, strategy, product infor- 
mation are worthy of being re- 
peated, either for the same audi- 
ence at a later date or for a dif- 
ferent audience. Tape recorded 
sales conferences can be sent to 
remote field representatives and 
branch offices. If any of your 
salesmen were unable to attend, 
every word is faithfully recorded 
on magnetic tape. If you wish, 
you may edit the meeting, leaving 
only the highlights for later re- 
plays. 


TECHNICAL HELP BY TAPE 


Help with tough technical prob- 
lems is given salesmen by mag- 
netic tape. Details of the problem 
are recorded and submitted on 
tape by the salesman. The tape is 
then played at a meeting of tech- 
nical experts, and their recom- 
mendations are then recorded on 
the tape which is returned to the 
salesman for his guidance. This 
system also simplifies handling of 


unusual requests from special cus- 
tomers. The client merely outlines 
his problem on tape which is sent 
to the main office to be given at- 
tention by the specialist con- 
cerned. 


TAPE-A-MESSAGE 


How many times do 
calling at your office find the per- 
son they have come to see unavail- 
able? A tape recorder placed on 
the desk of your office receptionist 
will enable visitors to tape record 
a message for the busy executive. 
Later the tape can be replayed, 
the visitor’s message relayed with- 
out misinterpretation. This is an 
effective public relations gesture, 
forestalling in most cases possible 
annoyance and irritation. 


visitors 


(Minnesota Mining and Manufac- 
turing Co., offers this booklet “The 
Tape Recorder in Business and 
Industry” to interested business 
executives. For your copy, circle 
number 46 on THE SPECTATOR’S re- 
ply card on page 81 in this issue.) 





Thanks Very Much! 


That’s the answer I wanted.” 
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sales briefs... 


A LINE A DAY... 


By Mel Blackburn, C.P.C.U. 


May 1. May is one of the twelve 
best months to meet new people, 
to dust off your prospect file, to 
see the people you’ve put off see- 
ing, to bring programs up-to-date, 
and to plan and promote your 
Spring and Summer sales cam- 
paign. 


May 2. The essence of a suc- 
cessful sales campaign is to pre- 
sent a timely idea each week to 
thirty persons who are in a posi- 
tion to act. 


May 3. For the agent who says 
his problem is, “I have more pros- 
pects now than I can possibly call 
on,” the basic problem is_ to 
qualify thirty names a week for 
“x”? weeks from among the great 
welter of names available to him. 


May 4. Too much is said about 
quantity of prospects, not enough 
is said about quality. 


May 5. Your first, and best, 
prospect for new coverage is usu- 
ally your present policyholder. 
Give him a “second look.” 


May 6. A personal insurance ac- 
count may also be a commercial 
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lines buyer or, if he is an em- 
ployee, he may be a center of in- 
fluence leading to his employer’s 
insurance. 


May 7. If your policyholder is a 
commercial client, why is he not 
also a personal client? 


May 8. A campaign based solely 
on completely serving the people 
who already have confidence in 
you could profitably guide your 
activities through the entire 
Spring and Summer, 1957. 


May 9. You’re on a “first name” 
basis with most of your policy- 
holders. A month devoted to in- 
sisting that all your “Jims,” 
“Jacks,” and “Joes” make their 
wills (with legal advice, when 
necessary), would serve as both a 
worthwhile reminder and an en- 
tree into new sales territory. 


, 


May 10. Do your business cli- 
ents have buy-and-sell agreements 
or stock redemption plans? If so, 
are the arrangements adequately 
funded by life insurance in recog- 
nition of today’s values? 


May 11. If a partnership does 


not have even a buy -and-sell 
agreement (much less funded), or 
a corporation does not have a 
realistic redemption plan, what do 
the partners or stockholders pro- 
pose to do about business continu- 
ance in the event of a principal’s 
death? 


May 12. Would such arrange- 
ments be satisfactory to the de- 
ceased’s heirs? To the surviving 
business associates? Give your 
present commercial lines policy- 
holders this one simple business 
life idea this month. 


May 13. Even the agency with 
an abundance of accounts feels 
a need occasionally to bring in 
“new blood.” Lists selected for 
strength, not length, are the solu- 
tion. 


May 14. There is no better list 
available than the one only you 
can draw up. It consists of highly 
qualified persons, whom you have 
personally observed and, some- 
times, served. 


May 15. These are: The man in 
the office next to Charlie, the shop- 
keeper next to Smith, the neigh- 
bor’s son who is graduating from 
college, the friend’s daughter who 
is engaged, the key man of the 
firm with the reactivated smoke 
stack, the relatives of present 
policyholders, and the like. Any 
insurance suggestion you make to 
these people receives serious con- 
sideration because of your per- 


sonal prestige. They’re qualified 
buyers. 


May 16. To activate your ideas, 
assume that you decide to offer 
a “vacationers’ special” beginning 
today and ending July 31. 


May 17. The people you wish to 
tell about your plan include a 
selected group of present policy- 
holders, supplemented by a num- 
ber of persons for whom you 
would like to write your first 
contract. 


May 18. To pick up some quali- 
fied names you may have missed, 
scan the usual trade directories, 
membership lists, organization 
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rosters, and public records for 
persons you know of favorably. 


May 19. Now start digging into 
your mine of raw material with 
your many multiple line tools 
coverages, letters, leaflets, and 
your own phone calls and personal 
interviews. 


May 20. Remember your theme 
is “Vacation, Summer Activities, 
Leisure Hour Hazards.” 


May 21. A fisherman is, of 
course, interested in a ‘Fisher- 
man’s Floater” for his equipment. 
A golfer likes a “Golfer’s Combi- 
nation,” i.e., Personal Accident 
and Comprehensive Personal Li- 
ability. 


May 22. A June bride is thrilled 
with her jewelry, silverware and 
wedding presents (floaters). A 
June groom is suddenly aware of 
the breadwinner’s responsibilities. 
A college graduate longs for fi- 
nancial success. While a vaca- 
tioner is away, burglars prey. The 
kiddies at camp need Accident 
insurance. The motorist is ready 
for a complete personal protection 
plan. Every traveler wants travel 
insurance. 


May 23. Now, with summer con- 
tents values soaring, everyone will 
want to bring his fire insurance 
up to par. 


May 24. Many producers “stuff”’ 
their outgoing mail with leaflets 
and national ads and other com- 
pany reprints, on the theory that 
the postman can easily carry a 
new sales idea while he is deliver- 
ing the correspondence on an old 
one. Few agents, however, credit 
the postman with any substantial 
part of their success. 


May 25. Those who do have 
learned that an organized pre- 
sentation of one’s services by mail 
is not only possible; it is also 
profitable. A basic method is to 
conduct seasonal activities cam- 
paigns. Now, point up vacation 
hazards and how to solve them. 


May 26. Describe the attraction 


of a worry-free vacation, safe 
Continued on page 94 
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MIE 
OF DOING BUSINESS 
as expressed 
through American 
craftsmanship 


ORVIS is a name “first with fishermen” 
—100 years of pride and care in 
manufacture is responsible for this 
pre-eminence. Pride and care in the 
conduct of every phase of our 
business has contributed to our 
success, too. For over 120 years we 
have served the public best by 
working solely with responsible, 
independent local Agents. 


MUTUAL FIRE INSURANCE CO. 


Pittsfield, Massachusetts 
SERVING THROUGH LOCAL AGENTS SINCE 1835 











Woodward, Ryan, Sharp and Davis 
Consulting Actuaries 
55 Broadway, New York 6, N. Y. 
HAnover 2-5840 











ATTRACTIVE 
JUVENILE CONTRACTS 


With his complete line of juvenile contracts, the LNL man can sell 

the Junior Estate Builder, educational endowments, ordinary or 
limited pay life, endowment at 65, short- 
term endowments, and single-premium life 
or endowment plans. These policies are 
issued from date of birth. The popular 
payor benefit is available even to substand- 
ard risks. 
This complete line of liberal juvenile con- 
tracts provides another reason for our 
proud claim that LNL is geared to help its 
field men. 


The LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 
Its Name Indicates Its Character 














| Sales Briefs 


| Continued from page 93 
O/ Years 


from the uncertainties of financial 
loss to person and of property. 
P ° Enclose appropriate leaflets and 
Of Life, Health and a prepaid business reply card. 
After all, insurance buyers are 
e | . ° 

A | people, and enjoy seeing or at 

ecident Insurance least hearing from you periodi- 
cally (other than at bill time) 
with timely ideas for their benefit. 











Service for Clergymen 


May 27. In your “paper rela- 
tions” with policyholders and 
prospective policyholders, remem- 
ber that colors of ink other than 


Vi; - f?. a / - traditional black make a_ nice 
inisters tyean asua ty nton change of pace. Grey, for example, 


might be used for a feeling of 


WM. f /]) 7 —O, dignity. Brighter colors lend 
inneapotts, inn. oronto, ntario warmth when a more informal 
mailing seems indicated. To pro- 


vide eye-catching contrasts, use 
solid colors on tinted papers. 





May 28. Modern type faces add 


These Meushly Lasers Are a refreshingly different air of 

Imprinted Especially For You To Create Prestige: distinction to announcements of 
EXECUTIVE VIEWPOINTS ... INSURED PENSIONS .. . EM- all descriptions. Crisp modern 
PLOYEE BENEFIT PLAN REVIEW ... NET AFTER TAXES... layouts in particular call for up- 
BUSINESS SECURITY . Be, aeuaA! ‘CE BUYERS NEWSLETTER to-the-minute typographical treat- 
ite or ampic opies 

CHARLES D. SPENCER & ASSOCIATES, INC., Publishers ——. 
180 W. Adams Street, Chicago 3, IIl. 














May 29. Unusual folds repre- 
sent still another opportunity to 
give your announcements extra 
appeal but keep envelope size in 
mind when you plan them. A 
French fold, of course, imparts a 
sense of quality and prestige. Or 
you might use a short fold on the 
bottom or side perhaps showing 
a band of contrasting color. 








Have selected 





National Union 
Insurance Companies 
May 30. Envelopes in color do 
much to enhance the appearance of 
a mailing. You may either match 
and prompt action. the color of the envelope with that 
of the enclosure ... or if you 
prefer, you may select contrasting 
colors to gain a striking effect. 


for excellent service, 


attention to details, 


i P Wwele), p-) mem el ile), May 31. Whatever your ap- 


proach, be it in person, by letter, 
INSURANCE fete), | PANIES | or a combination of both, now is 


the time to take your first step. 


PITTSBURGH e PENNSYLVANIA | May is your springboard to Spring 
— and Summer sales. 
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Note: Annually THE SPECTATOR has presented 
this table from the Inter-Regional Insurance Con- 
ference, in which SPECTATOR totals are adjusted 
for stock company EC experience. On pages 96 
and 97, IRIC figures show !955 results, totals for 
the decade 1946-1955, and comparisons for the 4 
years, 1952 through 1955.—the editors. 


Extended Coverage Experience—1955 
By States and Regions 


losses recorded as incurred in the 
latter part of 1954 were paid in 
1955. 


loss ratios are considerably higher 
than the “incurred.” This is due 
to the fact that a large volume of 


HE increase in Extended Cov- 

erage premium volume for all 
stock companies in 1955, $61,500,- 
000 (14.6 per cent), was greater 
than in any other year in the five- 
year period. It is also the only 
year in the period in which every 
state shows an increase ranging 
from $25,000 (7.1 per cent) in 
Vermont to $7,000,000 (69.6 per 
cent) in Massachusetts. Percent- 
agewise the registered increase 
varies from 1.1 per cent ($213,- 
000) in New Jersey to 72.8 per 
cent ($722,000) in New Hamp- 
shire. 

The increase in premium vol- 
ume regionally was distributed as 


keewekktek kek ceed 


E.L. LUTHER 
dons top hat... 


E. L. Luther of Atlanta in 


follows: 1956 achieved the best record 


Amount* 
East 
Midwest 
ie 
Pacific Coast . E 5.3 
pe oS reer eee 61.6 

* Expressed in millions only. 

The 1955 incurred losses for the 
stock companies are estimated at 
$249,700,000, a decrease of $91,- 
600,000, producing a loss ratio of 
“incurred to earned” of 56.8 per 
cent against 90.4 in 1954. 

The comparative regional loss 
ratios for 1955 and 1954 are as 
follows: 

Year Year 10 Years 

1955 1954 1955 

76.5 211.6 101.7 
Midwest ...... 56.0 55.4 55.4 
South ........ 38.7 52.6 40.0 
Pacific Coast . 57.6 36.2 $0.5 
All States .... 56.8 90.4 60.3 


It is interesting to note that the 
ten year “All States” loss ratio for 
the past five-year period has been 
consistently unsatisfactory as will 
be seen from these ratios: 

1955 60.3 
1954 60.4 
1953 54.8 
1952 54.3 
1951 57.8 

It may be well to bear in mind 

that in 1955 the “Paid to Earned” 


May 1957 


for individual production of any 
Life of Georgia agent. For this 
outstanding performance, he has 
been named winner of the Top 
Hat Award. With this well-de- 
served recognition go warmest 


congratulations! 








MORE THAN ONE AND ONE-THIRD BILLION DOLLARS OF LIFE INSURANCE 


STOPWATCH SERVICE 


When a quick decision is needed to validate the life 
underwriters’ “play”, easy access to authority materially 


improves his scoring chances. 


With the home office close enough 
to respond by the clock instead of 
the calendar, the Home Life 
agent’s special sales and service 
problems are solved in a jiffy. 


Our concentrated area of opera- 


_— ee ‘Ww — tions and compact agency organi- 
zation create a friendly climate for the growth of 
policyholders’ good will and fieldmen’s good fortune. 


THE HOME LIFE 

INSURANCE COMPANY OF AMERICA 

Daniel J. Walsh, Pres. * Executive Offices: Phila., Pa. 
Security and Service Since 1899 


AAW Wa 
Oo 
SO AG. 
INSURES THE SOUTH . 


IN FORCE 
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“Have You Heard— 
Five Billion’s the 
Word!” 


With this battle cry, . . select- 
ed in a Field-wide slogan con- 
test which we held recently, 
. . National Life Field men 
have set out to pass Five 
Billions in force this year. 


We're pretty sure they'll 
make it. 


THE 


NATIONAL 

LIFE AND 
ACCIDENT 
INSURANCE 


NATIONAL LIFE 
=7 AND ACCIDENT 


YOu INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 














American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company 


of America 
Established 1662 


Merchants and Manufacturers Insurance 


Company of New York 
Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds Group 


92 WILLIAM ST., NEW YORK 38, N. Y. 














Advertisers Index 
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Aetna Insurance Group.... 28 
Charles W. Hoyt Co. 
All American Life & Casualty 87 
Ladd, Southward & Bentley, Inc. 
American Casualty Co. 
56, 66, 67, 71, 90 
American Fire & Casualty 68 
American Insurance of Newark 24 | 
Kenyon-Baker Co., Inc. 
American Intern'| Underw'trs 59 
Robert W. Orr & Assoc. 
American United Life Insurance 90 
Saas & Sogard, Inc. 
Appleton & Cox, Inc. 71 
Atlantic Mutual Insurance : ae 
Doremus & Co. 
B 
Benefit Assoc. of Railroad 
Employees 
Reincke, Meyer & Finn 
Berkshire Mutual Fire 
Jules L. Klein Adv. 
Bituminous Casualty 
Sperry-Boom, Inc. 
Brown & Richardson 
c 
Camden Fire Association 
Ecoff & James, Inc. 
Century Insurance Co. 
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Combined Insurance of America 29 | 
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Hodgson 
Commercial Union-Ocean Group 88 
Connecticut-General Life a 
Cunningham & Walsh, Inc. 
Continental American Life 18 
John Gilbert Craig Adv. 
Continental Cos. i . A 
George H. Hartman Co. 
Corroon & Reynolds Group 98 
Crum & Forster ; 14 
Allston Assoc., Inc. 
D-E-F 
Dawson, Miles M. i 
Employers Group be 
H. B. Humphrey, Alley & Richards 
Equitable Life Assurance Society 25 
Kenyon & Eckhardt 
Equitable Life of lowa 
J. M. Hickerson, Inc. 
Federal Life 
Fidelity Mutual Life 
Bauer & Tripp, Inc. 
G 
General Fire & Casualty 
Hening & Co. 
General Reinsurance 
Doremus & Co. 
H-1-J 
Haight, Davis & Haight..... 
Higgins, E. P., & Co. 
Home Life of America. 
Hotel Colorado 
L. J. Citron Co. 
Insurance Co. of North America 
13, 71 
N. W. Ayer & Son, Inc. 
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REPORT ON STATE FARM/Co-op Advertsing 








NO 
“MISSING LINKS” [iil 
HERE BF 


INSURANCE 











PROGRAM PUTS THE POWER OF NATIONAL ADVERTISING 
TO WORK OVER THE AGENT’S OWN SIGNATURE 





How can the independent insurance agent make full use 
of a company’s national advertising in his own sales presen- 
tation? How can he use it to introduce himself and his 
company to an insurance prospect, and to establish an 
atmosphere of confidence and trust? 

State Farm’s answer is a unique cooperative adver- 
tising program that provides the ‘‘missing link’’ be- 
tween national ads and local agents. This program is 
outstanding in two ways: State Farm not only shares 
the cost of the independent State Farm agent’s own 
advertising, but provides him with up-to-date ma- 
terials that tie in with State Farm’s year round adver- 
tising on network TV and in national magazines. 

Result: newspaper ad mats—local radio and TV spot 
announcements—outdoor posters, movie trailers, roadsigns, 
billboards—direct mail pieces—‘‘Yellow Pages’’ trademark 
listings—and literally hundreds of other promotional pieces 
that bring the power of one of America’s biggest insurance 
advertising campaigns to the agent’s own advertising—with 
his name and address plain to see. 

Do agents like it? They seem to. Thousands have 
responded to this continuing program. In fact, they 
have made it one of the largest, most widely used co- 
operative programs in the entire insurance industry. 

This program is typical of the unique advantages that 
State Farm agents have—the sort of advantages you’d 
expect with America’s largest auto insurance company— 


insuring more cars than any other company in the world. 


STATE FARM 


S&S 


INSURANCE 


If you would like to know more about any aspect of State Farm operations, 
simply write: Director of Public Relations, State Farm Mutual 
Automobile Insurance Company, Home Office: Bloomington, Ill. 





GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 


ALL FIRE, CASUALTY, ACCIDENT AND HEALTH, BONDING AND MARINE LINES 


FINANCIAL STATEMENT, December 31, 1956 


ASSETS LIABILITIES 


Cash in Banks and Office . . . . $ 6,928,589 Reserve for Claims and Claim Expenses $ 41,665,708 
Investments 
United States Govern Reserve for Unearned Premiums 
ment Bonds . $23,926,324 
Other Bonds ane 49,670,970 Funds Held under Reinsurance Treaties 
Preferred Stocks 8,676,925 
Stocks of Subsidiary aa Reserve for Commissions, Taxes and 
Companies 2,433,395 Other Liabilities 
Other Common Stocks 26,770,983 
Total 111,478,597 Capital : . . . $ 6,600,000 
Premium Balances in Course of Collection 
(not over 90 days due) 4,591,960 Surplus ; ; 35.023.336 
Accrued Interest a 585,002 
Other Admitted Assets yet 1,169,377 Surplus to Policyholders 


Total Admitted Assets . . . . $124,753,525 Total 





Securities carried at $6,410,723 in the above statement are deposited as required by law. Bonds and 
stocks owned are valued in accordance with the requirements of the National Association of Insur 
ance Commissioners; if valued at market quotations, Surplus to Policyholders would be $36,551,633. 


DIRECTORS 


EDWARD G. LOWRY, JR. JAMES A. CATHCART, JR. 
Chairman of the Board President 


ROBERT L. BRADDOCK N. BAXTER JACKSON WHITNEY STONE 
Executive Vice President Chairman of Executive Committee, President, Stone & Webster, Inc. 
Chemical Corn Exchange Bank 


HENRY C. BRUNIE FREDERICK K. TRASK, JR. 
RICHARD K. MELLON 


Chairman, Mellon National 
WILLIAM E. HALL Bank and Trust Co ARTHUR B. VAN BUSKIRK 
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